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LEo J. Fox 


Mr. Chas. E. Becker, President 
Franklin Life Insurance Company 
Springfield, Illinois 

Dear Mr. Becker: 

January has again been one of my record months of personal pro- 
duction with a total volume of $846,000. I would like to emphasize that 
$831,000 of this production was PPIP and $15,000 JISP. In other words, 
the entire amount was written on our exclusive Insured Savings Plans. 

This may seem like a tremendous volume for one month. However, it 
would not have been possible were it not for our famous exclusive Insured 
Savings Contracts, which have an outstanding appeal to the buying public. 
I find that our exclusive plans are especially attractive because of their 
flexibility to provide for any emergencies that may arise before actual 
maturity dates. 

Since joining the Wisconsin Division of our great Company I have 
had other exciting months. The records show the following: 

September 1951 Volume $168,250 
October 1952 Volume $943,000 
September 1953 Volume $256,000 
January 1954 Volume $512,500 
January 1955 Volume $846,000 

The records will also show that in all these sales listed above there 
has been no group, term, salary savings, or pension trusts. Each case is on 
an individual life paid for on an annual basis—and a substantial amount 
prepaid several years ; in some cases paid in full. 

I am especially proud of my persistency, which was 100% in 1952 
and 99% in 1953 and 1954, which indicates again the real value placed 
upon our Franklin exclusive contracts by our clients. 

It certainly has been my good fortune to become associated with the 
Friendly Franklin—a Company whose merchandise has enabled me to 
make friends out of my clients. 

Sincerely, 


Leo J. Fox, Associate General Agent 


Lhe Friendly 
FFIRANIKILEN ILI company” 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Nearly One Billion Eigbt Hundred Million Dollars of Insurance in Force 
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COOPERATIVE 
ESTATE PLANNING 
TECHNIQUES! 
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You will learn many valuable new practical techniques 
on how to help your clients have better estates, better 
planned, at the NATIONAL ESTATE PLANNING IN- 
STITUTE to be held in Des Moines, Iowa on April 18th 
and 19th. 


Lawyers, life underwriters, trust officers and ac- 
countants from all over the United States will be there 
to discuss realistic problems in estate planning. The in- 
stitute is designed to give you improved and practical 
techniques for intelligent handling of the type of estates 
your clients have. 


It will be an audience participation institute. You will 
be able to discuss and compare your ideas! 


NATIONALLY ACCLAIMED 
AUTHORITIES TAKING PART 
IN THE INSTITUTE INCLUDE: 


JOSEPH TRACHTMAN ... 


a leading New York lawyer and author of “ESTATE 
PLANNING” published by the Practicing Law Institute 
and the American Bar Association. 


ROBERT J. LAWTHERS... 


of Boston, Director of Benefits and Pension Business of 
the New England Mutual Life Insurance Company. He is 
a noted speaker and lecturer on estate planning and has 
also had many articles published on the subject of taxes. 


LAFLIN C. ‘“‘BOB’”’ JONES... 


of Milwaukee, Executive Assistant of the Northwestern 
Mutual Life Insurance Company. He is the author of the 
chapter entitled “Estate Planning from the Life Insurance 
Point of View” published in “The Journal of the American 
Society of Chartered Life Underwriters”. 


KENNETH I. TODD... 


trust officer of the Valley National Bank of Phoenix, 
Arizona . . . president of the Arizona Estate Planning 
Council. He has been recognized for many years as a leader 
in developing cooperative techniques in estate planning. 


Attend the NATIONAL ESTATE PLANNING INSTITUTE. 
You will be equipped to do a better job for your clients 
after participating. 





( YOU EXPECT YOUR DOCTOR 
TO KEEP UP TO DATE! 
YOUR CLIENTS EXPECT 

YOU 70 KEEP UP 70 DATE! 











The two day National Institute starts promptly at 10:00 a.m. at 
the Fort Des Moines Hotel on April 18th. Room reservations will 
be made for registrants. Send your $25 registration fee to the 
NATIONAL ESTATE PLANNING INSTITUTE today. 


BECAUSE OF THE PARTICIPATION TYPE PROGRAM . . . THERE WILL BE 
ROOM FOR A LIMITED NUMBER ONLY. SEND IN THE COUPON BELOW 
NOW! 


National Estate Planning Council 
212 Equitable Building 
Des Moines 9, lowa 


Enclosed please find my $25 registration fee for the NATIONAL 
ESTATE PLANNING INSTITUTE .. . to be held at the Fort Des 
Moines Hotel, in Des Moines, Iowa on April 18th and 19th, 1955. 
Please arrange for hotel reservations for people for_____ 


days beginning = 
(date) 
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Actuaries Ponder 
Problems Posed by 
‘Special’ Policies 


Electronic Computers Also 
in Spotlight at Eastern 
Gathering of the Society 





NEW YORK—tThe currently popu- 
lar subject of “special” policies with 
lower gross premium rates depending 
in part at least on fairly high minimum 
amounts got considerable attention at 
the eastern spring meeting of the So- 
ciety of Actuaries held here. 

Opening the discussion on expense 
in relation to size of policy, J. A. 
Campbell, London Life, said his com- 
pany had introduced a new scale of 
premium rates in 1955 involving a 
grading of premiums by amount 
groups. The highest amount group is 
$10,000 and over, the second is $5,000- 
$9,999 and the third is $2,000-$2,999. 
There are also graded premiums for 
the exact amounts of $1,500, $1,000 and 
$500. 

The company’s first preferred policy 
was issued in 1922 on a whole life plan 
with a minimum amount of $5,000 with 
a corresponding standard policy on the 
endowment at 85 plan, a plan differ- 
ence which seemed to be required be- 
cause of the then existing laws. An in- 
vestigation of several years’ expense 
experience enabled the company to as- 
certain the expenses which varied di- 
rectly with the number of policies and 
in the new series of rates a premium 
differential of 50 cents per $1,000 be- 
tween a $10,000 and $5,000; $1.75 per 
$1,000 between $10,000 and $2,000; and 
$3.50 per $1,000 between $10,000 and 
$1,000 has been adopted. 


Mr. Campbell pointed out the desir- 
ability of calculating the premiums on 
the basis of the minimum amount in 
the series because of the high propor- 
tion of policies written for the mini- 
mum amount. Mr. Campbell felt that a 
policy fee system whereby per policy 
expenses are assessed to the individual 
policyholder would not be practical. 

E. G. Fassel, Northwestern Mutual, 
said that “size has been recognized in 
business transactions from time im- 
memorial” and it is surprising that the 
life insurance industry has been so long 
in recognizing it. Mr. Fassel said that 
there are two methods of assessing per 
policy expenses according to size. He 
felt that the policy fee method has 
drawbacks and he preferred the “Brit- 
ish system” or “quantity discount” 
where the premium per $1,000 de- 
creases as the policy size increases. 
Such a method has been used by many 
British and European companies for 
many years. 

J. T. Phillips, New York Life, ex- 
pressed some surprise at the apparent 
sudden interest in the subject because 
for Many years companies have been 
Ssuing special policies with varying 
mnimum amounts to allocate more 
‘quitably per-policy expenses. While it 
has been said that such policies dis- 

(CONTINUED ON PAGE 16) 
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Must Show Data on 


Terminal Dividends, 
A&H Claims Resisted 


NEW YORK—tThe blanks committee 
of the National Assn. of Insurance 
Commissioners at its meeting here 
voted to require companies to show 
the amount apportioned for termina- 
tion dividends in the ensuing year, to 
disclose the amount of A&H claims re- 
sisted or rejected in each state, and to 
give a breakdown of credit insurance 
that will reveal the amount of com- 
missions paid and rate reductions or 
dividends. 

It is expected that the figures on 
termination dividends will show up 
the relative importance of these pay- 
ments and supply information of in- 
terest to the champions and the op- 
ponents of- terminal dividends, per- 
mitting the substitution of facts for 
opinions in this highly controversial 
situation. 

The data on A&H claims resisted 
and rejected will also include those 
“otherwise disposed of.” It is not 
clear whether the latter category in- 
cludes those compromised at a lower 
figure than the policyholder’s claim. 
Also to be shown is the amount of all 
claims paid in the state in which more 
than a return of premium was made. 

The special credit insurance exhibit, 
which will not have to be filed until 
May 1 of each year, asks for informa- 
tion on credit life and A&H, including 
premiums, incurred losses, commis- 
sions, general expenses, taxes, and net 
gain from operation on this class of 
business, dividends or rate credits. 
Separate data will be required for 
group and individual plans. The latter 
will be further subdivided into level 
and decreasing amount forms. 

It was voted to take out of the main 
liability page the entry showing the 
expense of investigating and settling 
claims, since the amount is extremely 
small. The information will still be 
available in one of the exhibits. It was 
also decided to eliminate the require- 
ment for entering the total amount of 
salaries paid betwéen $5,000 and $10,- 
000. Salaries of $10,000 or more must 

(CONTINUED ON PAGE 19) 


Variable Annuities, 
Ads Stressing Cost 
Decried by Kalmbach 


President Leland J. Kalmbach of 
Massachusetts Mutual told the com- 
pany’s general agents meeting in Hot 
Springs, Va., he is opposed to adver- 
tising which indicates a company or 
policy will provide a “bargain” and he 
is against selling policies to a particu- 
lar class whose benefits would be af- 
fected directly by fluctuations in 
stock prices and dividends. 

Life advertising which emphasizes 
comparative net costs ignores the im- 
portance of having a buyer obtain ad- 
vice from an experienced agent, he 
said. Cost advertising normally com- 
pares costs without taking perform- 
ance into consideration. Healthy com- 
petition based on quality of contract, 
efficiency of service and soundness of 
management is in the public interest, 
he said. ; 


A company cannot expect its 
agents to sell individual variable an- 
nuities, involving sales appeal based 
on the assumption of a gradual de- 
crease in value of the dollar, without 
a resulting adverse effect in their at- 
titude toward the sale of life insur- 
ance based on the fixed dollar guaran- 
tee concept. This concept is the solid 
foundation upon which the business 
has been built. 

Mr. Kalmbach _ said investment 
practices should be conservative, but 
pointed out that the company’s com- 
petitive position will be determined 
by the net rate of return on invested 
assets. 

An increased volume of business is 
the most effective way of reducing 
unit costs to maintain a satisfactory 
net cost position in the competitive 
selling situation. The company wants 
to expand so it can gain the resulting 
financial advantages, he said. 

Mr. Kalmbach» announced that the 
change provision in life and endow- 
ment policies is being modified to re- 
quire, with respect to original age 
changes made within the first 10 pol- 

(CONTINUED ON PAGE 19) 








Late News Bulletins... 








N. J. Variable-Annuity Bill Broadened 

The variable annuity bill sought by Prudential and now pending in the New 
Jersey legislature has been broadened to permit domestic stock companies 
to write variable annuities. The original bill covered only domestic mutual 


companies. 


Murchison Buys Midland National of S. D. 

Midland National Life of Watertown, S. D., has accepted the offer of 
C. W. Murchison to purchase controlling interest in the company. Subject to 
FCC approval, because of the company’s ownership of radio station KWAT, 
the Texas oil millionaire will own or control approximately 38,000 of the 
50,000 shares of stock which have been issued by Midland. On behalf of 
Murchison an offer to purchase the remainder of stock was mailed last week. 

A voting agreement, involving a majority of the stock, has been arranged 
for the reasonable assurance that Midland’s headquarters will remain in 
Watertown for a minimum of 10 years. The agreement gives .the trustees, who 

(CONTINUED ON PAGE 20) 
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Seek Reversal of 
Decision Imposing 
Double Liability 


U. S. Appeals-Court Ruling 
in Bankruptcy Case Would 
Delay Claim, Loan Payments 


WASHINGTON—Every possible ef- 
fort is being made to get the Supreme 
Court to reverse a U. S. court of ap- 
peals decision that would force life 
companies to delay their normally 
prompt issuance of policy-loan and 
proceeds checks if any substantial 
amount were involved, except possi- 
bly in states having creditor exemp- 
tion statutes. 

The decision, handed down by the 
fourth circuit court of appeals in 
Lake vs. New York Life et al., involv- 
ing a policy loan made to a bankrupt, 
held the company also liable for the 
full amount to the trustee in bank- 
ruptcy, even though the company had 
no reason to believe the policyholder 
was bankrupt. If upheld, the decision 
would mean that no life company 
could safely send out a policy-loan 
check without takng the time and in- 
curring the expense of making sure 
the policyholder was not a bankrupt. 
The same _ precautions would be 
necessary in paying death claims. 

Through Attorneys H. W. Gans and 
G. C. A. Anderson of Baltimore the 
companies involved have petitioned 
the Supreme Court for writ of cer- 
tiorari. John V. Bloys, assistant gen- 
eral counsel of Life Insurance Assn. 
of America, has filed an amicus curiae 
brief on behalf of that organization. 
Besides New York Life the companies 
involved are Reliance Life (since 
purchased by Lincoln National), 
Equitable Society, John Hancock, and 
Union Central. 

A total of some $45,000 in loan val- 
ues is involved. The money was bor- 
rowed by the policyholder, Eugene 
Callis, of Phildelphia and Centreville, 
Md. There was a dispute over wheth- 
er his legal residence was in Pennsyl- 
vania, which has a creditor exemption 
statute, or in Maryland, which has 
none. The referee held it to be Mary- 
land. 

The 1921 decision of the U: S. Su- 
preme Court in Frederick vs. Fidelity 
Mutual Life held that the bankruptcy 
act could not be construed to require a 
life company to pay the amount of the 
cash surrender value of the policy as 
of the date of the policyholder’s being 
adjudicated as a bankrupt after it had, 
in good faith, and in ignorance of the 
insured’s adjudication as a bankrupt, 
paid the beneficiary the face amount 
of the policy where the insured died 
after being adjudged a bankrupt. The 
court held the trustee had no rights 
to the cash surrender value until the 
insurer had notice of the bankruptcy 
proceeding. 

However, the court of appeals in 
reversing the trial court in the Lake 
case held that the Chandler act 

(CONTINUED ON PAGE 19) 
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Mutual Benefit GAs 
Hear Officers, Panels 
at Annual in Fla. 


The new internal revenue code is a 
valuable asset to the life insurance 
agent for establishing a rationale for 
taxation, John J. Magovern Jr., vice- 
‘ president and counsel, told the annual 
meeting of Mutual Benefit Life’s Gen- 
eral Agents Assn. at Belleair, Fla. 

But there isn’t any clever sales de- 
vice in it, he pointed out. 

Speaking of deflation, Milford A. 
Vieser, financial vice-president, said 
“there is nothing that indicates the 
country will disintegrate into a spiral! 
of deflation.” 

H. Bruce Palmer, president, stated 
his belief that convictions about one’s 
company are a merchandisable and 
saleable element. 

William F. Ward, vice-president, ad- 
dressed the agents on company under- 
writing. 

Alfred J. Lewallen, Miami general 
agent, was elected president of the 
association; M. James Houlihan, Sag- 
inaw general agent, was named vice- 
president; and Hollis L. Woods was 
elected secretary and a director. Other 
directors are Benjamin D. Salinger, 
New York City, and Hal W. Dale of 
Jackson, Miss. 


The internal revenue code has es- 
tablished some very specific guide- 
posts which were not previously avail- 
able, Mr. Magovern said. The question 
of just what would constitute an in- 
direct payment of premiums has been 
resolved by the abolishment of that 
test for taxation. The difficulties of 
determining whether the transfer of a 
policy comes within the “transfer for 
value” rule or whether it is exempted 
as part of a corporate organization or 
a tax-free reorganization have been re- 
placed by a simple rule of exemption. 
The imponderables which accompa- 
nied the transfer of insurance to a 
minor have been clarified by specific 
requirements. The use of stock re- 
demption plans to pay death taxes 
and administration expenses has been 
enlarged. The confusion which existed 
with respect to the taxability of ex- 
changes of insurance policies and an- 
nuity contracts has been settled by 
categorical definitions and the speci- 
fic three-year limitation on transfers 
in contemplation of death has been 
continued. 

He also discussed some of the code 
provisions which are either misunder- 
stood or are being made difficult be- 
cause of the failure of some persons 
to look at the basic principles of law. 
Among these he listed the elimina- 
tion of the premium payment test in 
determining the taxability of life in- 
surance in the estate of a decedent. 

But, he warned, agents must not for- 
get that a tax law is designed to im- 
pose taxes, not to eliminate taxation. 
There is no clever sales device in the 
code, but one who looks to it for 
guidance in the planning of life insur- 
ance needs will find it a great sales 
assistant, he said. 

Discussing the economic situation in 
the nation and in the company, Mr. 
Vieser said that there will be no 
deflation spiral. Many new philosophies 
have developed to level off the peaks 
of boom and speculation and fill in 
the valleys of recession, he said. He 
told the general agents that last year 
was one of great change in the finan- 
cial phases of the company’s operation. 
Resources reached $1,559,000,000 to set 





H. Bruce Palmer, president of Mu- 
tual Benefit Life, left, presents the 
president’s trophy to Paul L. Guibord, 
general agent at Newark, in recogni- 
tion of the outstanding building job 
he has done in bringing the agency 
into the top 10 of the company in only 
two years. The award was made at 
the final banquet of the general agents 
association meeting at Belleair, Fla. 








an all-time high, holdings of govern- 
ment bonds dropped from 16% to 
10% of assets under the policy of re- 
ducing government securities in favor 
of mortgage loans and more profitable 
issues of private enterprise. 

One of the greatest merchandising 
factors of the American economy is 
a strong, affirmative conviction about 
industry and especially about one’s 
own company product, Mr. Palmer said. 

In life insurance one sells ideas and 
ideals, and the agent who is best able 
to merchandise them is the one who 

(CONTINUED ON PAGE 19) 


Eklund GAMC Director, 


New Title for Jackson 

The board of directors of the Gen- 
eral Agents & Managers Conference 
of National Assn. of Life Underwrit- 
ers at its midyear meeting in Colum- 
bus, O., elected Coy G. Eklund, Equit- 
able Society, Detroit as a director un- 
til the annual meeting to succeed Carl 
Ernst, who left managerial ranks to go 
to the North American Life & Casual- 
ty home office. Mr. Eklund, a CLU, 
has made an outstanding agency- 
building record. 

The board also advanced Lawrence 
W. Jackson from executive assistant 
at headquarters to executive director. 
Mr. Jackson, who has been responsi- 
ble for GAMC activities at NALU 
headquarters ever since the confer- 
ence’s inception, was for some years 
executive secretary of the Pennsyl- 
vania association and before that was 
a field man. 

The GAMC directors appointed a 
special committee to make a study of 
the advisability of formulating an 
organized program for insuring the 
increased standard of living enjoyed 
by persons in the $4,000-$6,000 in- 
come group. Judd Benson, Union 
Central, Cincinnati, is chairman, other 
members being Walter Gastil, Con- 
necticut General, Los Angeles, and 
Martin Guon, Metropolitan, Chicago. 





Program for AdH 
Agents Meeting at 
San Antonio Ready 


The completed program for the 
annual convention of the International 
Assn. of A. & H. Underwriters is be- 
ing mailed out to members. The meet- 
ing will be June 12-15 at San Antonio. 

The board of directors will meet 
June 12 and that evening there will 
be a get-together party in the Gunth- 
er hotel. 

The next morning, after registra- 
tion, President L. A. McKinnon of 
Flint will open the meeting. The wel- 
coming address will be delivered by 
S. E. McCreless, president of Ameri- 
can Hospital & Life, and there will 
be a talk by Joe S. Moore, attorney 
for the Texas board of commissioners. 

The keynote address will be given 
by R. L. McMillon, Business Men’s 
Assurance, Abilene, and at the lunch- 
eon the speaker will be Louis Throg- 
morton, vice-president of Republic 
National Life. 

The International council will meet 
that afternoon and there will be a re- 
port of the managing director, William 
Coursey, and of the committees and 
zone chairmen. The nominating com- 
mittee also will give its report. That 
evening there will be a chuck-wagon 
dinner and aquacade at Lone Star 
Lake. 

On June 14 the International coun- 
cil will resume its meeting and there 
will be further committee reports and 
reports of local board presidents. At 
the luncheon the Leading Producers 
Round Table will take charge, with 
T. K. Mersereau, Monarch Life, Bal- 
timore, chairman, presiding. That af- 
ternoon the speakers will be William 
Highfield of Insurance Research & 
Review, Robert Neal, resident counsel 
at Washington, D. C., for Bureau of 
A&H Underwriters and H&A  Under- 
writers Conference, and E. H. O’Con- 
nor, managing director of Insurance 
Economics Society. 

On the final day there will be a 
past president’s breakfast and a con- 
current round-up breakfast for early 
registrants. At the general session the 
talks will be given by Micou Browne, 
vice-president of Occidental Life of 
Raleigh, N. C., and Lester O. Schriver, 
managing director of National Assn. 
of Life Underwriters. The concluding 
speaker in the afternoon will be Trav- 
is T. Wallace, president of Great Am- 
erican Reserve of Dallas, who had a 
similar job when the International 
had its last Texas convention at Dal- 
las. 

The banquet is scheduled for that 
evening and at that time the Harold 
R. Gordon Memorial Award will be 
presented. 





Hold Estate Planning Institute 


Life Insurance & Trust Council and 
Vanderbilt University held the annual 
estate planning institute in the uni- 
versity law library for 200 life agents, 
lawyers and accountants of Nashville. 
Dr. William J. Bowe of the Vanderbilt 
faculty was in charge of the one-day 
program and his book, Tax Planning 
for Estates, was the text. 


OTHERS PROMOTED 


Burnett, Gose Made 
Executive V-Ps of 
Pacific Mutual Life 


Named _ executive vice-presidents 
of Pacific Mutual Life are T. S. Bur. 
nett, formerly financial vice-presj- 
dent, and George B. Gose, who has 
been vice-president and general coun. 
sel. 

Mr. Burnett has been with Pacific 
Mutual since 1928 and has moved 
steadily upward through the invest. 
ment side of the business. He has been 
a vice-president since 1948. 

Mr. Gose joined the company jp 
1942, has been general counsel since 
1948 and vice-president since 1950, 

In addition, Henry H. Childress was 
advanced from counsel to _ genera 
counsel, Darwin S. Leggett from group 
secretary to assistant vice-president 
of the group department, Neil B. Ross 
and James C. Camplin from assistant 
counsel to associate counsel, Robert 
C. Tookey from assistant actuary to 
associate actuary, Joseph Stall from 
assistant secretary to secretary of the 
group department. Mr. Ross also is a 
secretary of the company. 

Joseph F. Tudor was named an 
assistant superintendent of agencies, 
with specific responsibility for the 
agency management development pro- 
gram. He joined the company in 1947 
as an agent at Los Angeles and most 
recently served as assistant general 
agent at San Francisco. Alfred E. 
Loveland, formerly supervisor at Los 
Angeles. has been added to the home 
office agency department staff as 
supervisor of agency training. He 
joined the company in 1951. 








New York Life Promotes 


Three in Group Sales 


New York Life has appointed Arthur 
J. McCullough director of group sales 
administration, Loyd S. Wise and V. 
Paul Ricken as director and assistant 
director, respectively, of group sales 
development. 

Mr. McCullough, who joined New 
York Life in 1928, has been assistant 
superintendent of the surrender value 
division, assistant manager of group 
issue and records and manager of group 
sales administration. Mr. Wise s 
with the company as district group su- 
pervisor in Buffalo in 1951 and was 


in charge of group creditor sales in { 


1954. Mr. Ricken joined the company 
as assistant district group supe 
in San Francisco. 





Voigts Resigns as Agency 


Chief for Lutheran Mutual 


Bill Voigts has resigned as director 
of agencies for Lutheran Mutual Life. 
At the request of the board of direct- 
ors Mr. Voigts agreed to remain with 
the company in the agency depart- 
ment. 

Until a successor is named Mr. 
Voigts will continue as head of the 
agency department. He went with the 
company in that position in 1947, and 
since then the amount of insurance in 
force has more than doubled. 














Figures from Life Companies’ Year-End Statements Shown 


Increase Surplus to New Ins. in 
Total in Policy Bus. Force Dec. 
Assets Assets holders 1954 31, 1954 
$ $ $ $ $ 
Conn. Savings Bank Life .. 3,547,836 605,642 337,482 3,616,451 25,759,681 
Liberty National Life ...... 164,188,408 20,560,965 16,465,362 188,117,0231 948,533,971 
Mich. Farm Bureau Life .... 1,914,110 711,937 502,739 13,615,783 41,021,083 
pw oe! Serre 5,799,677,153 262,889,869 434,446,129 1,836,915,892  13,638,248,627 
Southern States Life ...... 10,458,983 874,644 2,372,843 15,684,092 56,262,593 
The new business figures exclude revivals and increases except as follows: 1, $30,235,457. 


Increase Prem. Benefits Total 

In. Ins. Income Paid Disburs 

in Force 1954 1954 - 

§ $ 

2,962,320 762,197 248,088 751,148 
68,593,935 38,420,132 8,816,510 40,043,075 
11,551,679 1,018,302 142,552 —e 
1,221,910,163 441,297,292 319,372,364 701,908,606 
4,479,965 3,015,076 1,365,111 9.995, 802 
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Calm and Harmony 
Prevail at NALU 
Midyear Meeting 


Progress on New Office 
Building Is Main Feature 
of Rally at Columbus 


The midyear meeting of National 
Assn. of Life Underwriters last week 
at Columbus, O., was one of the quiet- 
est and most harmonious on record. 
The big feature, of course, was the ex- 
hibition of the 
architect’s sketch 
of the projected 
NALU headquar- 
ters building in 
Washington and 
the announcement 
that the board of 
trustees had au- 
thorized the ex- 
penditure of the 
necessary funds to 
construct this im- 
Robert L. Walker ee ae 
well-ordered gathering over which 
President Robert L. Walker presided. 





Building Committee Chairman 
Charles E. Cleeton, Occidental of Cal- 
ifornia, past president of NALU, 


stirred the imaginations of his listeners 
as he exhibited the architects’ sketch 
and told what a fine home NALU will 
have. He pictured the building as a 
unifying force in NALU and one that 
would bring about a new spirit within 
the association. 

The color slides which he exhibited, 
and which he took last fall at the 


. building site at 22nd and C streets 


N.W., gave his audience a feeling of 
having been at the location. The pic- 
tures showed the site as an extremely 
attractive one, with the Lincoln Me- 
morial only a couple of blocks away. 

Mr. Cleeton explained the entire 
project so comprehensively that the 
national council members had no ques- 
tions about any feature of the building 
project. Their applause indicated a 
feeling of satisfaction at what is being 
done. 

Next in order of importance to the 
headquarters building was doubtless 
the trustees’ adoption in principle of 
the comprehensive management sur- 
vey report made by Swanson & Dalzell, 
management and public relations con- 
sultants, of New York City. Highlights 
of this were reported in last week’s 
issue. 

NALU has outgrown its headquar- 











Secretary A. Jack Nussbaum (Mas- 
sachusetts Mutual, Milwaukee) and 
M. W. Peterson, Lincoln National, 
Charlotte, N. C., NALU trustee and a 
candidate for secretary, chatting at 
the midyear meeting of NALU in 
Columbus. 


ters staff organizational pattern just 
as surely as it has outgrown its head- 
quarters space. The headquarters or- 
ganization has grown to where it is the 
equivalent of a fair-sized business. 
This means there has been an increas- 
ing need for a setup that will embody 
accepted modern management and or- 
ganizational principles. 

Since the report calls for creation 
of a new staff officer, assistant man- 
aging director, there is of course great 
interest in who will be selected. Some 
well known names were being men- 


tioned in corridor discussions at Co- 
lumbus but it may be a little while 
before any selection is made. 

In general, the committee meetings 
reflected the same atmosphere of un- 
ruffled caim that prevailed in the na- 
tional council meeting. One of the 
livelier meetings was that of the com- 
pensation committee, headed by Stan- 
ley C. Collins, Metropolitan Life, Buf- 
falo, NALU vice-president. 

The committee report took a crack 
at “special” policies of the type that 
stress low cost in their advertising. It 


was particularly critical of low-rate 
policies achieved in any part by a 
reduction in the agent’s rate of com- 
mission. 

The committee recommended that 
the association’s position on special 
policies be one of opposition to reduc- 
tion of commission rates below those 
customarily paid for like classes and 
amounts of business as being unwise, 
unwarranted and not in the public 
interest or the general welfare of the 
life insurance industry. It recom- 

(CONTINUED ON PAGE 14) 





C_upratilations 


TO FIVE WINNERS? 





Chicago’s James F. Ramsey entered 
the business as an agent with Connec- 
ticut Mutual in 1933. Then, following 
service elsewhere in field and home 
office work, he rejoined the Company 


Each year Connecticut Mutual’s 
President recognizes, with special 
awards, the five general agencies 
which made the best records in 
sound agency building and devel- 
opment among the Company’s 80 
agencies. 

The 1954 winners were The 
Ramsey Agency, Chicago; The 
Williamson Agency, Denver; The 
Melzar C. Jones Agency, Los 
Angeles; The Josephson Agency, 
New York; and The Rosenfelt 
Agency, Toledo. 

They did a top-flight job and 
the entire Connecticut Mutual or- 
ganization, both at the Home Of- 
fice and in the field, joins in 
congratulating them. 





Los Angeles’ Melzar C. Jones has 
been in life insurance since 1935 and 
joined the Connecticut Mutual in 
1942 as brokerage manager. In 1945 
he was appointed assistant general 
agent and in 1946 general agent. 





in 1945 as generai agent in Chicago. 














New York's Halsey D. Josephson has 
been in the life insurance business 
since 1930. He has been an agent, 
supervisor and general agent. He 
came to the Connecticut Mutual as 
general agent in New York in 1949. 


























Denver’s Norris E. Williamson started 
his insurance career in 1926 as an 
agent with Connecticut Mutual. He 
later became an agency supervisor 
in Chicago and in 1943 was named 
general agent in Denver. 





F 


Toledo's Floyd A. Rosenfelt entered 
the life insurance business in 1930 as 
an agent. After a career as supervisor 
and a manager, he joined the Con- 
necticut Mutual as general agent ia 
Toledo in 1944, 
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Tone Down Housing 
Boom, LIA, ALC Urge 


The 30-year, no-down payment 
mortgage loans guaranteed by the vet- 
erans’ administration are “an open in- 
vitation to a boom-bust situation in 
home building,” the life insurance busi- 
ness declared in a statement issued 
by the joint committee on economic 
policy of Life Insurance Assn. of 
America and American Life Conven- 
tion. The committee is urging prompt 
action by government and private 
groups to tone down the boom in 
housing. Carrol M. Shanks, president 
of Prudential, is chairman of the com- 
mittee. ; 

The committee recommended that 
immediate steps be taken to tighten 
up on the down-payments and amor- 
tization periods for both VA and FHA 
mortgage loans and that the federal 
reserve system be given the authority 
to regulate the terms under which gov- 
ernment-insured and guaranteed loans 
be made. 





Walter O. Menge, president of Lin- 
coln National Life was elected to the 
board of American Gas Electric Co. 


Program Set for CLU 
Institute Aug. 1-12 


American Society of CLU will con- 
duct its institute Aug. 1-12 at the Uni- 
versity of Wisconsin, Madison, around 
the theme of lifetime and testamentary 
planning under the new tax code. 

Small groups of institute students 
will devote afternoons to workshop- 
discussion seminars, investigating sub- 
jects in close contact with instructors. 
This will be a new educational method 
at the institute. 

Dr. S. S. Huebner, president emeritus 
of American College, will address a 
general education session. 

Faculty members include Catherine 
B. Cleary, vice-president of First Wis- 
consin Trust Co. at Milwaukee; Denis 
B. Maduro, New York City attorney; 
Charles B. McCaffrey, director of ad- 
vanced training of Northwestern Mu- 
tual Life; and John O. Todd, Chicago 
agent of Northwestern Mutual Life and 
president of Pension Service, Inc. 

Paul A. Norton, vice-president of 
New York Life, is chairman of the in- 
stitute board, and Leroy G. Steinbeck, 








THE PILOT 
EMBLEM 


The Pilot's emblem is a natural one: a ship's steel-eyed 
pilot at his wheel, and an illustration of majestio 

Pilot Mountain, historic outpost in the Blue Ridge that 
guided Saura Indians for centuries. The Pilot seal 

has always symbolized protection and security. 


& Died Life 
Insurance Company 


WE'VE CHARTED OUR COURSE FOR A BILLION IN FORCE IN ‘88 
r @. F. STAFFORD, PRESIDENT @ GREENSBORO, NORTH CAROLINA 


managing director of American socie- 
ty, is director of institutes. Associate 
directors are Earle W. Brailey, New 
England Mutual, Cleveland, and 
Charles C. Center, professor of com- 
merce at the University of Wisconsin. 





Card Set for Lawyers’ 
Spring Parley May 9-10 


A feature of the spring meeting of 
Assn. of Life Insurance Counsel May 
9-10 at White Sulphur Springs, W. Va., 
will be a symposium on the importance 
of home office counsel in company 
planning, policy and leadership con- 
ducted by Presidents Powell B. Mc- 
Haney of General American Life, Dean 
C. Davis of National Life of Vermont, 
and Carrol M. Shanks of Prudential. 
They are honorary members of the 
association. 

Other speakers during the first busi- 
ness session will discuss the extra- 
territorial effect of state regulatory 
laws, the internal revenue code, and 
the negotiable aspects of life policies. 

The second business session will be 
preceded by an informal breakfast and 
a report on the Washington scene by 
Claris Adams, executive vice-president 
and general counsel of American Life 
Convention. 

Other talks will be on direct loans, 
pension problems and the life insur- 
ance law of Wisconsin. In addition, 
Charles G. Dougherty, 2nd vice-presi- 
dent of Metropolitan Life, will lead a 
floor discussion on current legal prob- 
lems. A panel discussion on local and 
home office counsel will be moderated 
by William R. Shands, vice-president 
and general counsel of Life of Virginia. 

John Barker Jr., vice-president and 
general counsel of New England Mu- 
tual Life, is president of the associa- 
tion. 


R. L. McMillon Elected 
Head of Texas A&H Assn. 


R. L. McMilion, B.M.A., Abilene, 
was elected president of Texas Assn. 
of A&H Underwriters at a meeting in 
Austin. Others elected are John De- 
laney, American General Life, Hous- 
ton, and Herman Andrew, B.M.A., San 
Antonio, vice-presidents, and Leslie A. 
Ginn, B.M.A., Austin, secretary-treas- 
urer. 

Emerson Davis, Inter-Ocean, Dallas, 
reported on legislative matters. Mr. 
Davis also outlined plans for the new 
DISC. Charles K. Alexander, Great 
National Life, Dallas, reported on 
membership. 


Lauds Medical Cooperation 


The continuous cooperation by the 
medical profession has improved the 
insured mortality of life companies and 
allowed them to hold the cost of pro- 
tection to a lower level than otherwise 
would be possible, Dr. Karl W. Ander- 
sen, 2nd vice-president and medical 
director of Northwestern National 
Life, writes in Minnesota Medicine. 
His editorial followed criticism, writ- 
ten in the publication by an anony- 
mous physician, that the insurance 
business is unreasonable in demands 
upon medical examiners and inept in 
handling medical correspondents. 


]. E. Hedges Wins Speicher Award 
J. Edward Hedges, professor of in- 
surance at Indiana University school 
of business, will receive the first an- 
nual Paul Speicher scholarship for 
tuition and expenses at a CLU in- 
stitute. A CLU and CPCU, Mr. Hedges 
is editor of the journal published by 
American Assn. of University Teach- 
ers of Insurance. The scholarship is 
made available through gifts from 
friends of the late president of In- 
surance R&R of Indianapolis. 
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List Ingredients 
of Sales Leadership 
at Hancock Rally 


Leadership possesses a sort of radio. 
activity which sets up a chain reaction 
that reaches out 
to everyone within 
its range and stirs 
them to accom. 
plish progress and 
growth, Byron K, 
Elliott, executive 
vice-president of 
John Hancock, 
said at the Pres. 
dent’s Club meet. 
ing of more than 
500 leading pro. 
ducers and district 
agency man. 
agers in Atlantic City. 

Although an agent sells business in. 
surance for a business, he still sells 
to individuals, said Mr. Elliott. The 
agent’s words must create mental pic. 
tures of the personal problems in. 
volved to be convincing. A new dimen- 
sion is added to the vision of the 
businessman’s problems if the agent 
thinks of him as an individual respon- 
sible for the welfare of other individ. 
uals. 


Elliott 


Byron K. 


William J. Martin of the Grand River 
district office in Detroit listed hard 
work, service, prospecting, starting 
early, quitting late, and talking with 
enthusiasm as ingredients for success. 
He was the company’s leading district 
agent in 1954, producing more than 
$1 million in new business. 

Benjamin Ashley, San Diego, the 
company’s leading assistant district 
manager, said better service to policy- 
holders often results in more prospects, 
and prospecting is the life blood of the 
business. 

John M. Caffrey, district manager of 
the Roseland office in Chicago, which 
won the president’s trophy for general 
excellence, said modern methods and 
training offer a greater opportunity 
than ever for young men entering the 
business. 

James F. Penza, manager of the 
Portland, Me., district office, which 
won the vice-president’s trophy for 
leading group sales, said sale of a 
group program often can snowball in- 
to sales of individual plans, business 
insurance and pension plans. 

Patrick J. Enright, district manager 
at San Diego, said the art of selling sees 
constant change in technique, ap- 
proach, service and contracts. His of- 
fice won the pioneer trophy for out- 
standing achievement in developing a 
new territory. 

Roger A. Palmer, manager of the 
east central region, which was cited 
as leading regional territory, said prop- 
er attitude consists of belief in the 
life business, faith in the company, 
confidence in the management and 
ability to get along with associates. 

A record 11-week writing of $341, 
361,285 was presented to President 
Paul F. Clark by Vice-president Frank 
B. Maher on behalf of the district agen- 
cy organization. It exceeded any pre- 
vious record by $26 million and rep- 
resented a tribute to Mr. Clark of 4 
$300 million base and $1 million 4 
year for each of his 40 years with the 
company. 





John F. Bridges, district sales mana- 
ger at the Seattle group office of Pru- 
dential, has been promoted to district 
group sales supervisor there. He joined 
Prudential in 1948. 
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Paid Welfare-Fund 
Broker Million in 


A&H Commissions 


WASHINGTON—President Freder- 
ick Russell of Security Mutual Life 
of Binghamton, N. Y., testified that 
his company paid more than a million 
dollars in commissions to Louis B. 
Saperstein of Newark, former broker 
for two union welfare funds. 

Mr. Russell gave his testimony be- 
fore the Senate subcommittee, headed 
by Sen. Douglas of Illinois, which is 
investigating welfare-fund racketeer- 


ing. 

Mr. Saperstein is under sentence of 
five years for criminal contempt for 
refusing to answer questions in an in- 
vestigation conducted by the New 
York City district attorney. He later 
decided to tell the names of men with 
whom he had had dealings. As a re- 
sult, an indictment was returned in 
New York Feb. 15 charging that two 
racketeers and a union official had 
received illegal payments from Mr. 
Saperstein in a kickback racket. 

e e e 


Mr. Russell told the Douglas sub- 
committee that the commission pay- 
ments were made to Mr. Saperstein to 
meet the competition of other com- 
panies seeking welfare-fund business. 
Sen. Douglas asked Mr. Russell if he 
thought it “proper” to pay so much 
money to Mr. Saperstein. He replied 
that at the time he thought it was 
and that other companies were will- 
ing to pay an equal amount. 

Earlier Sen. Douglas said he was 
“elated with the whole-hearted coop- 
eration of insurance people”, as well 
as representatives of labor and em- 
ployer interests. He added that they 
are “making a valuable contribution to 
the work of the subcommittee in its 
efforts to obtain complete knowledge 
of the problems which are present in 
the welfare field”. 

Additional hearings were held so 
the subcommittee could hear wel- 
fare plan experience of AFL painters 
and decorators of the Chicago area, 
the Cement Masons Institute trust and 
welfare fund of the cement finishers, 
local 502 Chicago, United Steel 
Workers of America, United Auto 
Workers and American Motors Co. 

Bernard Greenberg of the Steel- 


workers read a statement of David J. 77 


McDonald, president of United Steel- 
workers of America, which set out the 
agreements between USWA and steel 
companies and summarized the health, 
welfare, insurance and pension plans 
in effect between them. 


Among the USWA witnesses was 


Murray W. Latimer, actuarial con- 7 
sultant and formerly of the railroad 7 


retirement board, who said USWA 
discontinued contracts with commer- 
cial insurers in favor of Blue Cross 


because of more liberal benefits. It 7 


was “extremely difficult” to get full 


coverage from insurance companies, 


Mr. Greenberg said. 


Sen. Ives, former chairman of the j 
subcommittee, asked for a list of in- 7 


surers of the steel plans and said he 
favored full public disclosure of plan 
operations. He regarded it important 
that the USWA statement of policy 
Prohibits receipt of any money from 
Insurers or others concerned. 

James Robb, director of USWA’s 
district 30, criticized cash indemnity 


are achieved, will the union be able 
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Plans as inadequate and said that only Y) 
when service benefits, ably managed, 7 


to ‘catch up with the increasing costs 
of medical care. 





Slate Raymond Stevens 
to Head Detroit Group 


The nominating committee of De- 
troit Assn. of A. & H. Underwriters 
has approved a slate of officers for its 
1955 election. Heading the list as the 
nominee for president is Raymond 
Stevens, Michigan Life. Others on the 
slate are Leonard Maender, General 
American Life, for first vice-presi- 
dent; Will Paull, Detroit Mutual, for 
second vice-president, and James 
Cooper, Loyalty group, for secretary- 
treasurer. 





Postal Life Reduces Waiver Rates 


Postal Life of New York has adopted 
new rates for waiver of premium ben- 
efit, which generally represent a sub- 
stantial decrease for most plans and 
issue ages. 

The premium for female applicants 
is the same as for male. There is no 
limitation in amount for gainfully em- 
ployed females. Married females en- 
gaged in keeping home with husband 
and children may have a um of 
_ with waiver of premium bene- 


N. E. Mutual Sells 
$494 Million for 
4th Record Year 


New England Mutual issued $494 
million of new life in 1954, a 12% gain 
over the previous year, giving the com- 
pany its fourth consecutive best year 
in history. 

Total ordinary issue was $424,700,000, 
of which 10% was on the lives of wo- 
men. The company issued its first $1 
million policy on a single life. Group 
sales in the company’s second year in 
this field reached $69 million in 1954, 
bringing the total group in force to $93 
million on 28,000 employes under 232 
policy contracts. 

There were 60,000 new policies issued 
in 1954, down 3,000 from 1953 when 
new life issued totaled $441 million. 
Average size of individual new policies 
rose from $6,563 in 1953 to $7,113 in 
1954. 

Total insurance force climbed to 
$3,988,000,000, 8.5% gain over 1953 to- 
tal of $3,676,000,000. Assets amounted 
to $1,571,000,000, up $124 million or 


8.6%. This total is exceeded by only 
10 other life companies in the U. S. 
Payments to policyholders and bene- 
ficiaries, including a dividend appor- 
tionment of $23.2 million, amounted 
to $87.5 million in 1954. Thirty-two 
percent of the total was for death 
claims, with the 68% balance, or $59.2 
million, going to living policyholders. 
Gross income for 1954 was $198,500,- 
000, increase $12,700,000 or 6.8%. This 
excludes $24 million of policy pro- 
ceeds left on deposit with the company. 
Premium income rose to $142,700,000, 
up $7,000,000 or 5%. The $55,800,000 
income from interest, dividends and 
net rents showed a gain of $5,400,000 or 
10%. Investment income totaled $56 
million, up 10%. Rate of investment 
rate rose to a gross of 4.09%, compared 
to 3.99 in 1953. Net return after invest- 
ment expenses was 3.66% and after 
federal income taxes, 3.46%. 
Unassigned surplus totaled $110,800,- 
000, increase 8.6%. Three other re- 
serves, totaling $53 million, are carried 
as obligations. One, the mandatory se- 
curity valuation reserve, sfands at the 
maximum prescribed under the NAIC 
formula. Net savings from insurance 
operations were $33.8 million. 
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ALL OUR POLICIES 
ARE SPECIAL 


W. think all our policies are pretty “special”. Re- 
gardless of size or plan, each policy is designed to 
do a certain job, — to fill a certain need based on 
the policyholder’s situation, — and that’s the way 


we like to sell life insurance to people. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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A fast growing, progressive company. 
A definite pian for advancement. 

3. Anew and modern contract. 

4. A liberal financing plan. 


5. A bonus of $1.50 per thousand on paid 
business for NQA winners. 


6. A bonus of $550.00 for receiving 
C. L. U. designation. 


Write: G. Frank Clement, 


F “ 
Vice President in Charge of Agencies 





COMPANY, INC. 
Paul C. Buford, President 





INSURANCE 


Roanoke 10, Virginia 





INSURANCE 
in fore 


\ $730,000,000.00 






PLUS: One of the 
most advanced 
agents training pro- 
grams in the nation 
... Supervised offices 
. . « Trained Group 
men to assist agents 
... An alert Under- 
writing and home of- 
fice staff . . . Top 
commissions. 














REPUBLIC NATIONAL 
LIFE INSURANCE COMPANY 


THEO. P. BEASLEY, President © Home Office, Dalla 
















BBB Receives 8,070 
Complaints, 118,472 
Queries on Insurance 


Better Business Bureaus in the U. S. 
and Canada received 118,472 inquiries 
plus 8,070 complaints about various 
lines of insurance in 1954. These 126,- 
542 instances of service placed insur- 
ance first in the bureau’s financial 
category with 39% and third in its top 
ten business classifications, for the 
second year, with 6.3% of the whole. 

There were 66,767 instances of serv- 
ice performed in connection with A&H, 
of which 62,538 were inquiries and 4,- 
229 were complaints. The bureau at- 
tributed this volume to public con- 
fusion over advertising and selling 
claims and policy provisions. A sharp 
rise was caused by Federal Trade 
Commissions publicized investigation 
of A&H advertising claims. 

Of the 30,731 instances of service 
performed in reference to life, 29,320 
were inquiries and 1,411 were com- 
plaints. There were 2,430 complaints 
and 26,614 inquiries, or a total of 29,044 
instances of service, performed in con- 
nection with casualty, surety and fire. 

Although the actual total number of 
instances of service increased on all 
lines of insurance from 103,297 in 1953, 
its percentage of the financial category 
total decreased a few points. Inquiries 
and complaints on all business categor- 
ies rose to an all-time high of 2,005,288 
in 1954, or a 6% increase over 1953. 

There was a slight increase in in- 
stances of service performed on life, 
casualty, surety and fire, but the major 
jump in inquiries and complaints took 
place in the A&H field where a 44% 
rise—mostly inquiries—was recorded. 
The ratio of inquiries to complaints for 
insurance remained the same, 92% to 
8%. 

The BBB, scanning several hundred 
thousand advertisements and commer- 
cials in 1954, found it necessary to in- 
vestigate and act on less than at any 
time since World War II. Thirty-six in- 
surance advertisements required con- 
tact with advertisers. Sixteen dealt 
with A&H, 13 with life and seven with 
casualty, surety and fire. One life ad- 
vertisement and one for A&H were re- 
ferred to authorities. 

Twenty-nine of the 36 advertise- 
ments appeared in newspapers. There 
were one television and two radio com- 
mercials, two magazine advertisements 
and two in other media. 





Dineen Cites Integrity 


of Insurers and State 


The insurance business is placing 
increasing emphasis on integrity as a 
tradition and not as just a by-product 
of law, Robert E. Dineen, vice-presi- 
dent of Northwestern Mutual Life and 
former New York insurance superin- 
tendent, told New York department 
examiners at their weekly training 
session. 

Since every insurance company 
holds money of policyholders and 
claimants, a heavy responsibility is 
placed on company officers, agents, 
brokers and those who regulate the 
business. He commended the insurance 
department for its wisdom and re- 
straint in dealing with the companies. 


May Avoid Mich. A&H Probe 


LANSING—Insurance people are 
hopeful that the senate business com- 
mittee will not report favorably a re- 
solution calling for investigation of 
A&H insurance operations. 

The resolution apparently was the 
result of four cases involving a Green- 
ville hospital. The controversy re- 








——— 


volved around the “Gold Cross” policy 
of Metro Mutual of Detroit, whose 
president, L. W. Richardson, said at an 
informal hearing that the hospital has 
been fully paid in two of the cases, 
while in another the insured had en. 
tered the hospital for a specified com- 
plaint a month before eligibility under 
the contract, and in the fourth case 
the insured was shown to have falsi- 
fied an application. Others speaking 
against the resolution included John 
Panchuk of Federal Life & Casualty 
and W. O. Hildebrand, secretary-man- 
ager of Michigan Assn. of Insurance 
Agents. 


Detroit Gains 25% 
in Ordinary in Feb. 


Detroit showed the greatest rate of 
increase in ordinary life sales in Feb. 
ruary, with a gain of 25%, according 
to LIAMA. New York City was second 
with purchases up 23%. Los Angeles 
led for the first two months of the 
year with a gain of 24%. 

The increases for the leading cities 
for February and for the first two 
months of the year were, respectively: 
Boston, 12%, 18%; Chicago, 10%, 
15%; Cleveland, 21%, 21%; Detroit, 
25%, 22%; Los Angeles, 16%, 24%; 
New York City, 23%, 22%; Philadel- 
phia, 21%, 16%; and St. Louis, 8% and 
15%. 


AMA Conferees to Hear 


Employe Benefits Panel 


A panel on ways to obtain maximum 
value from employe benefit programs 
will be part of the agenda at American 
Management Assn. insurance confer- 
ence May 4-6 in New York. 

C. Manton Eddy, vice-president and 
secretary of Connecticut General Life, 
will tell how the insurer can aid in 
stimulating employe recognition of 
benefits. Frazier Wilson, manager of 
the insurance division of United Air 
Lines, Chicago, and E. Sidney Willis, 
manager of employe benefits planning 
of General Electric Co., New York, 
will tell how their companies merchan- 
dise benefit packages to employes and 
how results in employe understand- 
ing and appreciation justify the ex- 
penditure. 








Named Portland Manager 


State Mutual Life has appointed 
John R. Kelty manager of its Portland 
; Ore. agency. He 
succeeds Donald 
P. Vernier, gen- 
eral agent since 
1948, who will de- 
vote full time to 
personal produc- 
tion. 

Mr. Kelty en- 
tered insurance in 
Reno, Nev., moved 
to Portland as an 
agent of Massa- 
chusetts Mutual, 
and after military 
service became 
Portland manager 
of Southiand Life. 


John R. Kelty 





Propose Agent Licensing in R. I. 


Examination and licensing of life 
insurance agents after Mar. 31 has 
been proposed in a bill introduced in 
Rhode Island legislature, with the 
backing of Commissioner Bisson. It 
contains a “grandfather” clause al- 
lowing those now actively engaged as 
life agents to be exempt from an oral 
or written examination. 


Install 85 Occidental Millionaires 


Eighty-five Occidental Life agents 
have been installed as members of the 
company’s Millionaires club. Member- 
ship consists of agents who brought 
their total ordinary insurance in force 
above the $1 million mark. 
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HannaTells Florida asks to issue A&ii contrecis brn’, SE@ No Needed Change Bankers L. & C. Has New 
’ ’ dividual and group. in Mortality Tables Group Cancer Rider 

Bar of Unfor tunate A hearing was held by the insur- There is no v4 for any change te Life & Casualty has just 


A&H Legislation 


John P. Hanna, managing director 
of Health & Accident Underwriters 
Conference told the Florida Bar con- 
vention in Miami Beach the basic rea- 
son for rapid progress in the A&H 
field is competition. This coupled with 
state legislation allowing maximum 
experimentation by companies has 
prought better and more health insur- 
ance to the public. 

“The insurance departments of the 
various states generally have done an 
outstanding job of regulating the busi- 
ness without interfering with experi- 
ments toward greater progress. Many 
experiments, considered fool-hardy by 
the industry generally, have provided 
the basis for sound advances,” he de- 
clared. “Strangely enough, regulation 
in the public interest almost always 
turns out to be regulation in the best 
interest of insurance companies them- 
selves.” 

He cited as “unfortunate” legisla- 
tion and not in the public interest, the 
compulsory disability programs in four 
states and the California minimum 
benefits law. The federal trade com- 
mission’s current probe of A&H adver- 
tising is also detrimental to the broad 
public interests. 

“IT am convinced current A&H ad- 
vertising is conducted on a more ac- 
curate and ethical plane than any oth- 
er industry.” The nature of the prod- 
uct requires this. Efforts toward furth- 
er improvements should be continued. 

“A responsible federal agency such 
as the FTC should make every effort 
not to undermine public confidence in 
financial institutions which live by 
their promises of future performances. 
The evil which the generally misun- 
derstood publicity does to the policy- 
holders may well outweigh the evil 
which the FTC is trying to correct. 

e e _ 

“Strangely enough, individual com- 
panies complained against have not 
experienced an unusual number of 
policy lapses or any unusual diffi- 
culty in obtaining new policyholders. 
It would seem that policyholders have 
not lost faith in their own companies 
as much as they have in the industry 
as a whole.” 

Mr. Hanna remarked that every 
company complained against would 
willingly have made changes in their 
advertising regardless of merit. There 
was no opportunity to consult with the 
FTC before the charges were made. 
He then discussed important legisla- 
tive milestones in the development of 
A&H business. 

Mr. Hanna challenged statements 
made by the government experts that 
voluntary health insurance wasn’t de- 
veloping fast enough. “The $10-billion 
national medical bill contains many 
uninsurable items, or items which 
might better be budgeted. 

“It is not in the public interest for 
health insurance to cover all medical- 
care costs from the trivial expendi- 
tures to the luxury services. A sub- 
stantial portion of the $10 billions is 
not necessarily appropriately covered 
by insurance, such as routine prevent- 
ative care, dentistry, hadacol and as- 
pirin.” 


Credit Lite Asks More Power 


Credit Life of Connecticut has asked 
the state legislature for authority to 
Issue life insurance on the term plan 
and for longer than the present limita- 


ance committee of the legislature, at 
which Commissioner Spellacy said he 
thought the company should increase 
its capital before being authorized to 
increase its underwritng limits. J. W. 
Ress, secretary and attorney of Credit 
Life, indicated that directors would in- 
crease the capital if the companies 
were given increased authority. 


Colonial Names New 
Mortgage Loan Head 


O. A. Augustine has been named su- 
pervisor of mortgage loans by Colonial 
Life. He joined the company in Brook- 
lyn in 1939, transferred to the home 
office in 1941 and later became man- 
aging agent of the real estate depart- 
ment and in 1944, chief appraiser. 


Moss Joins New York City Brokers 


Robert G. Moss has joined Johnson 
& Higgins, New York City brokers, as 
associate actuary in the pension divi- 
sion. He was an actuary of C. R. F. 
Wickenden & Associates, New York 
City consulting firm, and was super- 
visor of the dividend section of Me- 
tropolitan from 1938 to 1953. 


The five leaders in ordinary last year paid for 
an average of $1,499,448 in the Provident. In 
addition to these ‘five, eight more Provident 
salesmen each paid for more than $1,000,000. 


Weare proud of these leaders and we are also 
proud of all other producers who together 
established another new production record. 
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from the present mortality table in use 
in the life insurance business, in view 
of current trends in mortality, com- 
pared with those on which the present 
tables are based, life insurance actuar- 
ies indicated in a discussion on the 
adequacy of present mortality tables 
at the eastern spring meeting of Soci- 
ety of Actuaries in New York City. 

The experience of Prudential was 
discussed by Pearce Shepherd, vice- 
president and actuary, who said an 
improvement is evident in mortality 
at all ages, especially at younger ages, 
but the reserve requirements under 
the current mortality would be so little 
different from those required under 
the 1941 table that there is no need for 
any general overhauling of mortality 
tables at this time. 

The same general conclusion was ex- 
pressed by Edward A. Lew, actuary 
and statistician of Metropolitan Life, 
James E. Hoskins, actuary of the life 
department of Travelers, and Leonard 
H. MeVity, associate actuary of Equi- 
table Society. 


brought out a special cancer rider to 
be issued in conjunction with group 
hospital medical-surgical programs. It 
covers expenses in connection with 
cancer on an unallocated basis up to 
$5,000 without coinsurance, deductibles 
or other limiting factors. 

Rates for the rider will be applied 
on a proportionate basis with existing 
group coverages. 


450 Attend Open House 


Columbian National Life held an 
open house with 450 persons attending 
to see displays, exhibits and demon- 
strations. The visitors, home office 
personnel, their families and guests, 
were particularly interested in opera- 
tions performed by modern business 
machines. 


Nashem Beats Million a Month 
Lee Nashem agency, New York City, 
of Mutual Benefit Life paid for more 
than $1 million each month in Janu- 
ary and February. This is a 100% in- 
crease over the same months of 1954. 
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Substantial Growth Again In 1954 


Adds Still Another Year of 
Progress for Atlantic Life 
















Atlantic’s annual report for 1954 reveals con- 
tinued gains in every important phase of the 
company’s operations. 

Insurance in force stands at a new 


high of $334,354,991. 


Assets total $82,319,975, a gain of 
over 4 million dollars in the past year. 
Capital and surplus for additional 
protection of policyholders increased 
to $7,407,813. 
Sound, steady growth is as traditional with the 
men and women who represent Atlantic Life as 
it is with the company itself. 
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Texas Regulatory Bills 
Begin to Take Shape 


AUSTIN—At the half way mark of 
the Texas legislative session, the sen- 
ate has passed a number of measures 
designed to stiffen regulation of the 
insurance business. The expectation is 
that they will be modified by the 
house, where the feeling seems to sup- 
port the views of the board of com- 
missioners. 

The senate bill on financial require- 
ments for fire and casualty and life 
companies sets up new minimums for 
capital and surplus. For fire the mini- 
mum is $200,000, it is $300,000 for cas- 
ualty, and $500,000 for multiple line. 
For life insurance, capital and surplus 
must be $375,000 for new companies, 
and there is a limit on the size of pol- 
icies that existing small companies 
may sell. All of these figures are ex- 
pected to be reduced by the house, and 
then the final compromise will be 
made in conference committee. 

Legislation designed to broaden the 
powers of the board of commissioners 
seems to be favored by both houses. 
Among the bills on this score is one 
to provide for actions by the board 
rather than independent action of the 
three commissioners. Another pro- 
vision calls for more frequent exami- 
nations of new companies, and anoth- 
er gives the board authority to pass 
on the management personnel of old 
as well as new companies. 

In view of the possibility for more 
authority, the house has made an 
appropriation of $1,788,794 to the in- 
surance department as compared with 
the current appropriation of $1,492,- 
368. The board had asked for $1,915,- 
000, which the governor had changed 
to $1,794,000. 

The legislation as advocated by the 
attorney-general was introduced last 
week. These bills provide penitentiary 
terms from two to 10 years for such 
offenses as making false valuations of 
real estate and false statement in con- 
nection with annual reports, or for 
the conversion of company money or 
property to personal use by an officer 
or employe of an insurer. 





West Va. Department Bats 
.900 in the Legislature 


Nine out of ten bills on insurance 
introduced by the West Virginia de- 
partment in the last legislature have 
been enacted into law. 

Commissioner Gillooly held a con- 
ference with representatives of the 
industry before the legislative session 
started and told them what his pro- 
gram would be. He received united 
support for it, and commented that 
the action of the industry demonstrates 
“that the great majority of the people 
in the insurance business do not fear, 
and, in fact, are willing to advocate 
and promote adequate state legisla- 
tion of insurance.” 

Among the new West Virginia laws 
is one to establish an insurance com- 
missioner’s fund from fees collected 
from licensed companies. This includes 
a provision for increased fees and the 
legislature also has given the depart- 
ment a sizable increase in the budget, 
including an item to set up a fund for 
a comorehensive revision of the state 
insurance code. 

The other new bills include a fair 
trade practices act, uniform policy 
provisions law for A&H, authority to 
the department to subpoena witnesses 
and tax cost of hearings against parties 
at fault, authority to impose a fine up 
to $1,000 against a company for vio- 
lation in substitution of mandatory 
revocation of license, authority to im- 
pose a fine up to $100 against an agent 
for violation in substitution of manda- 


tory revocation of license, and making 
a broker an agent of the company for 
acceptance of premiums except in qa 
case of life and non-can A&H as is 
done in New York, increase in the fee 
for solicitor’s license from $1 to $5, 
and requirement that vending ma- 
chines for the sale of trip accident 
insurance be licensed. 








more and more 
men and women 
of many lands are 
taking advantage 
of the benefits of the 
unique, personalized 
service of the 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


CANADA (50 OFFICES) © UNITED STATES 
and HAWAII (55 OFFICES) © GREAT BRITAIN 
& NORTHERN IRELAND (26 OFFICES) ¢ RE- 
PUBLIC OF IRELAND e INDIA (4 OFFICES) e 
ARGENTINA e¢ REPUBLIC OF THE PHILIP- 
PINES ¢ PUERTO RICO © UNION OF SOUTH 
AFRICA e SINGAPORE e¢ SOUTHERN 
RHODESIA e CEYLON e HONG KONG e 
CUBA e MALAYA e¢ BERMUDA e BRITISH 
WEST INDIES ¢ DOMINICAN REPUBLIC e 
NETHERLANDS WEST INDIES e BRITISH 
HONDURAS e BRITISH GUIANA 
MALTA e¢ HAITI 





TOP OPENINGS 


Agency Dir. Mo. $15,000 
Actuary Midwest 18,600 
Asst. Actuary West Coast 12,500 
Group Undtg. Mgr. East 12,000 
Agency Mar. Cal. 10,000 
Group Sales Mar. Midwest 10,000 
Personnel Mar. Southeast 10,000 
Claims Mgr. Midwest 8,500 
Accountant West 8,500 
Sales Tr. Dir. East 8,500 
Copywriter Midwest 8,000 
H. O. Undtr. Cal. 7,000 
Office Mar. Chgo 6,500 
Brokerage Mar. Ill. 6,000 
Actuarial Train. Midwest 6,000 


Send your qualifications confidentially to: 


FERGASON PERSONNEL 


330 So. Wells St. HArrison 7-9040 
Chicago 6, Illinois 
Insurance Personnel Exclusively 
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Major Medical Claim 
May Run Higher for 
Women Than for Men 


Disability claim totals under major 
medical expense insurance are ex- 
pected to average three times as much 
for older women than for young 
women and four times as much for 
older men than for young men, Morton 
D. Miller, associate actuary of Equit- 
able Society, told the eastern spring 
meeting of Society of Actuaries in New 
York. 

At the younger ages, the expected 
claim cost for women is two-thirds 
more than for men and, at the older 
ages, women’s claim cost may run 
about one-fifth more than for men. 
The claim cost rises fairly steadily 
with the addition of years, from 21 
to 65. Mr. Miller cited figures from a 
liberalized major medical expense pol- 
icy, based on claim experience for 
three years under previous major med- 
ical policies and adjusted to more lib- 
eral terms of the new contract. 

e e ® 

He said the cost of major medical 
expense insurance is uncertain be- 
cause there are few available statistics; 
it is hard to know how much the spread 
of coverage of this type may affect 
present medical and hospital costs; 
cost levels may be inflated by econom- 
ic changes; and future medical ad- 
vances may influence cost. Premium 
rates have been computed on a margin 
to warrant future policy dividends of 
about 15%, beginning in the fourth 
policy year, but they will be deter- 
mined by actual experience. The pol- 
icy is on a level premium basis, with 
a claim reserve built up to cover a 
higher claim rate of later years 

Kingsland Camp, mathematician of 
Equitable Society, said it is doubtful 
that a manageable mathematical ex- 
pression for the law of mortality ever 
will be found, but the new controlled 
sequence calculating machines with 
large storage capacity do bring it 
within the range of possibility for the 
first time. The machines make it pos- 
sible to derive graduated results with 
a high degree of refinement from a 
series of crude mortality rates. 

e @ e 

The job might best be done in three 
successive machine programs, each of 
which can be used separately, he said. 
The first program obtains from the 
data a smooth series of rates by a 
suitably strong Whittaker-Henderson 
A formula. It should be feasible to de- 
tive a geometric factor appropriate 
at higher ages of life, a column of 
weighing factors for use in the real 
graduation to follow, and a schedule 
of comparisons and tests such as most 
actuaries prefer to apply to any table 
they use. This series could be used in 
constructing a dividend scale. 

The second program would graduate 
the data by a fourth-order Whittaker- 
Henderson B formula that constrains 
third differences toward a geometric 
Progression, using the factor and 
weights derived in the first program. 
Because of much work by hand, the B 
graduation process is seldom used. and 
apparently never beyond the third or- 
der. he said. 

The third program is designed to 
Produce an extensive schedule of 
arithmetical and statistical tests and 
Comparisons of the results. 





$6.559 Stolen from Pru Branch 
Prudential’s University Heights 
branch in the Bronx, N. Y., was 
tobbed of a $6,519 payroll and $40 ad- 
ditional cash by three armed men who 


held 64 employes at bay and escaped 
in a stolen car. 

One man, posing as a client, was 
followed by two masked gunmen. They 
took the payroll from an unlocked safe 
and the cash from a counter drawer a 
few minutes after the $6,559 was de- 
livered by Brink’s messengers on pay- 
day. They menaced Manager Victor 
Luria, five supervisors, 50 agents and 
eight clerks with guns, took the mon- 
ey and fled within five minutes. 





School-Business Forum 


Panel discussions on education for 
job competence, transition from school 
to job and communications between 
schools and business were conducted 
at the educational-business conference 
held at the John Hancock home office. 
The meeting was sponsored by nine 
business firms and more than 300 ed- 
ucators in the Boston area. John L. 
McCrea, 2nd vice-president for client 
and personnel relations of John Han- 
cock, acted as host. 


Orsini Talks to Hospital Men 

Louis A. Orsini. group manager of 
Bureau of A&H Underwriters, was 
speaker at a meeting of Connecticut 
chapter of American Assn. of Hospital 
Accountants at Waterbury, Conn. He 
spoke on insurance-hospital relations. 





Union C&L Doubles 
Its Life Writings 


Paid-for life insurance of Union 
Casualty & Life in 1954 more than dou- 
bled the previous year’s figure, going 
from $26,131,549 to $59,568,186. Total 
life in force increased from $336,229,- 
955 to $418,334,315 and capital and sur- 
plus went up from $705,891 to $1,039,- 
317. 

Matt Jaffe agency of New York City 
received the president’s trophy as the 
leading agency in paid commissions 
and also received an agency trophy for 
exceeding the established quota. Agen- 
cy tropies also went to Union agency 
of Illinois and Weingarten agency of 
Brooklyn. 

The company will have its first con- 
vention at Thousand Islands June 4-8. 





Postal Agency Sets Mark 


Milton Altschul agency of Postal 
Life in New York set a company rec- 
ord for volume of business produced by 
a single agency in one month by pay- 
ing for $1.6 million in February, mak- 
ing it the company’s leading agency 
for the year. It is the second time the 
Altschul agency has set a monthly 


The 11 Billion 


Dollar Business 
that was born in 


a drugstore 
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It was during the winter of 1874 that 
John Dryden tramped the streets of Newark 


hoping to interest businessmen in his low cost 


record, and the third Postal Life agen- 
cy to pay for more than $1 million in 
one month. 





Define Jobs Clearly, 


Says Agency Supervisor 

Supervisors think their jobs should 
be defined clearly—but not outlined 
—by the agency head in the light of 
the agency’s plans for attaining specific 
goals, E. B. Eichengreen, assistant 
manager of the Thomas W. Melham 
agency in New York City, told Life 
Supervisors Assn. of New York City. 

Supervisors working for general 
agents feel they should receive consid- 
eration for renewal commissions on 
business they bring into the agency, 
after they establish their worth, said 
Mr. Eichengreen, president of the as- 
sociation. The supervisor should be 
paid in keeping with his performance, 
and personal production, if it is done, 
should be considered separate from 
his regular pay. In addition, he said, 
most men are looking for recognition 
when they earn it. 





Joseph E. Boettner, who joined Phil- 
adelphia Life in 1951 as superintendent 
of agencies and was named vice-pres- 
ident in February, has been elected 
a director of the company. 


When Dryden returned the next day, 
Dr. Ward had a $1000 check for him — along 


with a promise to get others to invest. Thus 


the Prudential Friendly Society was launched . . . 


in a drugstore .. . between John Dryden and 


Dr. Ward who saw the possibilities of 
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his “‘wild scheme.” 


That was 80 years ago. Since that time 
Prudential has grown into an 11 billion dollar 
company, offering broad insurance coverage . . . 
Life Insurance, Annuities, Group Insurance, 


Group Pensions, and the recently added 


Sickness & Accident Protection. 


Prudential with its more than 30 million 


insurance plan for the workingman. 


But no one would listen to him. 


policyholders is proud of its small part in 
bringing security and peace of mind to 


American and Canadian families. 


The Prudential 


As a last resort, he was told to call on a 


young Dr. Ward, who operated a successful 


pharmacy in town. The doctor had 


influential friends. 


At first Dr. Ward scoffed at the idea of 
selling insurance for only 3¢ a week. But the more 
Dryden talked, the more interested he became. 


Perhaps this plan had merit after all. 


He would think about it. 
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NALU’s New Headquarters Building 


No one could help being tremen- 
dously impressed by the new home 
that National Assn. of Life Underwrit- 
ers has had designed for itself. It will 
be surprising if the architects, Pereira 
& Luckman, do not win high honors 
for having conceived it. It is difficult 
to imagine any organization in the 
country not being envious of it as a 
home. 

Charles C. Cleeton, Occidental of 
California, Los Angeles, past president 
of NALU and the chairman of the 
building committee, did a masterful 
job of getting across to his listeners at 
the national council meeting some- 
thing of the same spirit of devoted 
zeal that has imbued him and his 
committee. 

Mr. Cleeton envisioned the building 
not merely as a workshop for the 
busy staffs of NALU and Life Under- 
writer Training Council but as an 
inspiration for the hearts of the mem- 


bers, something that will engender “an 
entirely new spirit in the NALU,” a 
he phrased it. He spoke of the build- 
ing as a solidifying influence in NALU. 
He contrasted this building with a 
merely functional one by saying there 
is the same difference as between a 
custom tailored suit and a “hand-me- 
down.” 

NALU is fortunate in having the 
same building committee continue with 
the job of seeing the project through, 
including raising the additional money 
that will be needed. Assuming there 
is a $160,000 mortgage amortized in 
10 years out of rent paid by LUTC, 
there would be about $150,000 left to 
raise through contributions from mem- 
bers and friends. If Mr. Cleeton and 
his committee members can only in- 
still something of their spirit of self- 
less enthusiasm for this project in 
enough other members of NALU, there 
should be no trouble raising the money. 


Should NALU Drop Its Midyear Meetings? 


Should National Assn. of Life Under- 
writers abolish its midyear meetings? 
At the midyear gathering at Columbus, 
O., last week, Louis J. Grayson, agent 
of Travelers at Washington, D. C. and 
a candidate for trustee of NALU, of- 
fered the suggestion that the National 
association eliminate the meeting that 
for many years has been held each 
spring and confine itself to one an- 
nual meeting. 

Without having decided whether we 
agree or disagree with Mr. Grayson, 
we believe that his suggestion is em- 
inently worthy of close and serious 
consideration by everybody concerned 
—and that means the members of 
NALU in general and the local, state 
and national leaders in particular. 

Mr. Grayson made his suggestion at 
the evening forum for agents put on 
by the agents’ committee. Participation 
in this was of course confined to 
agents and there are never very many 
of them at a midyear meeting. But in 
spite of the comparatively limited size 
of the gathering it is undoubtedly sig- 
nificant that Mr. Grayson’s suggestion 
gave rise to no reaction of shocked 
dismay. 

Mr. Grayson made a good presenta- 
tion of his case and probably could 
have made it even stronger if he had 
been selling it to the national council 
or the board of trustees. The gist of his 
argument was that the national coun- 


cil at midyear meetings has a much 
smaller attendance than at the annual 
meetings. This is largely because of the 
expense of sending representatives to 
the secondary meeting of the year 
and of course this results in the asso- 
ciations that are distant from the con- 
vention city being, in general, less well 
represented than those that are nearer. 
This results in a distorted representa- 
tion. 

Mr. Grayson recalled that at the na- 
tional council meeting a year ago in 
New Orleans the council did not feel 
itself qualified to speak for the mem- 
bership on what city should be se- 
lected for the projected headquarters 
building of NALU. The council con- 
sidered its membership to be insuffi- 
ciently representative of the entire 
NALU. Consequently, expression of 
sentiment was left until the annual 
meeting in Boston. 

Parenthetically, it might be noted 
that even the national council at the 
Boston meeting was judged to be not 
sufficiently representative for its ex- 
pression of preference on the head- 
quarters location to be regarded as 
significant, for the trustees finally 
overrode the council’s preference for 
New York city, on the ground that the 
eastern location of the convention 
tended to give undue weight to eastern 
sentiment. If that could be the case at 
an annual meeting of the national 


council it would certainly be even 
more true of a midyear meeting. 

If, as Mr. Grayson indicated, the 
tendency of the national council is 
going to be to consider itself insuffi- 
ciently representative of NALU when 
it meets at the midyear convention and 
consequently leaves matters of real 
importance over until the annual 
meeting, there arises the question of 
whether the midyear meeting is really 
worth the expense involved in sending 
the delegates that do show up. Might 
it not be better to save the money in 
the hope that there would be the larg- 
est possible representation at the an- 
nual meeting? 

It may be that an additional reason 
why the attendance at midyear meet- 
ings of the council tends to be smaller 
and less representative than could be 
desired is that aside from electing of- 
ficers at the annual meeting the na- 
tional council is almost entirely a 
forum for the expression of opinions, 
none of which are in the least binding 
on the NALU’s governing organization, 
which is the board of trustees. For- 
tunately, the board has never shown a 
disposition to take a cavalier attitude 
toward the council’s opinions. Even 
its overriding of the New York loca- 
tion preference for NALU headquart- 
ers expressed at Boston was done only 
when it seemed the sole way of avoid- 
ing a really serious split in association 
ranks, because a poll of local associa- 
tions had previously shown a prefer- 
ence for Washington, D. C. 

Nevertheless, it is a fact that the 
council’s function is almost entirely ad- 
visory. If at the midyear meetings its 
makeup is so unrepresentative as to 
make its advice dubious as the true 
voice of the entire association, is the 
advice so obtained worth the expense, 
effort and time it entails? 

Even if it were decided to abolish 
the midyear meeting of the national 
council, it would doubtless be advisable 
to continue holding meetings of the 
board of trustees at about the time of 
the present midyear meetings. The idea 
of expressing local association senti- 
ment by mail was tried in connection 
with choosing the headquarters loca- 
tion. It could doubtless be used for 
other matters on which the trustees 
might desire the opinion of the local 
organizations. 

If the practice of submitting midyear 
reports by NALU committees were 
continued despite abolition of the mid- 
year meeting, the national council’s 
comments on these could be handled 


by mail. It might well be that loss of 
the “town meeting” atmosphere might 
be more than offset by the greater par- 
ticipation that would be _ possible 
through mailed comments. The nation- 
al council has no power to disapprove 


or modify reports and its approval is 
not necessary to any action the board 
of trustees may take. 

The holding of a big midyear meet- 
ing is a custom of comparatively re. 
cent origin for NALU. Twenty-five 
years ago there was no board of trus. 
tees or national council. The govern. 
ing body was the executive committee, 
Much larger than the present executive 
committee, it was comparable with the 
present board of trustees. NALU’s mid. 
year meetings, consequently, were 
small affairs. 

NALU is working on a new constitu- 
tion and by-laws, on which it wil] 
presumably vote at the 1956 annual 
meeting. Thus, there is ample time for 
discussion of the important question of 
whether or not to abolish the midyear 
meeting. 

As we said at the start of this piece, 
we have not formed an opinion on the 
matter. It may seem from the points 
we have raised that we are enthusi- 
astically in favor of holding no more 
midyear meetings but that is not s0, 
There may be far more cogent reasons 
for continuing with the midyear gath- 
erings than for dropping them. 

Since NALU is run by its trustees, 
it might be argued that the time, en- 
ergy and money spent in holding a 
midyear meeting of the national coun- 
cil and the committees could be better 
utilized in seeing that the men and 
women elected to the board are the 
most capable it is possible to find. 

At all events, the holding of midyear 
meetings seems deserving close scru- 
tiny and objective consideration of all 
the relevant pros and cons. 
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Gardner H. Green and William P. J. 
Drakeley Jr. have been placed in 
charge of Penn Mutual’s agencies at 
Del., 


Jacksonville and Wilmington, 


F 


i 





William P. J. Drakeley J, 
Green, a CLU who 


Gardner H. Green 
respectively. Mr. 
joined the company in 1936, has been 
assistant to the director of new orgal- 
izations since January, 1954. Mr. 
Drakeley joined Penn Mutual in 1951. 


Warren J. Moore, vice-president of 


Old Line Life, is expected to be re- 
leased soon from a Milwaukee hospital 


SEES RE a ES PS SE SES SSI)" SS SOP RE ES PS SPS SPB SSE SES PES SE DS 





HeNATIONAL UNDERWRITER 
—Life gineurance Edition 

EDITO LO CE: 

99 Joh a wee York 38, N. Y. 
Executive Editor: Robert B, Mitchell. 
Assistant Editors: Warren Kayes and 
Eloise West. 


CHICAGO EDITORIAL OFFICE: 

175 W. Jackson Blvd., Chicago 4, IIl. 

Associate Editors: John C. Burridge, Charles 
C. Clarke and William H. Faltysek. 

Assistant Editor: Edmund J. Brophy 


ADVERTISING OFFICE: 

175 W. Jackson Blvd., Chicago 4, Til. 
Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resid £ 





CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred EB. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette Bidg., 
Tel. Woodward 1-2344. A.J. Edwards, Resident 
Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tél. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager 
PHILADELPHIA 9, PA.—123 § 
Room 1127, Tel, Pennypacker — 56-3706. E. 
Fredrikson, Resident Manager. 

GH 22, PA.—503 Columbia Bld. 
Tel. Court 1-2494. Bernerd J. Gold, Residett 


Manager. fl 

CISCO 4, CAL.—Fiatiron Bigg, 54 
Market St., Tel. Exbrook 2-3054. F. W. Bland 
Pacific Coast Manager. 





Street, ¥ 
Broad a 














Charl 


State 
of Ne 
a CL 


LIA 


Col 
Roya 
Life 
Mutu 
have 
LIAN 
total 





| 1, 1955 
———— 
proval js 
ne board 


ar meet. 
vely re. 
anty-five 
of trus. 
govern. 
mmittee, 
xecutive 
with the 
U’s mid- 
7, Were 


-onstitu- 
it will 
~ annual 
time for 
2stion of 
midyear 


is piece, 
1 on the 
2 points 
enthusi- 
10 more 
not so, 
reasons 
ir gath- 


rustees, 
me, en- 





mn P. J. 
ed in 
cies at 

Del, 





be re- 








April 1, 1955 


LIFE INSURANCE EDITION 


1) 














where he underwent successful eye 
surgery following an injury. He will 
spend some time at home in convales- 
cence before returning to the office. 


Elmer K. Rupp, veteran insurance 
journalist of Los Angeles, was honored 
last week at the insurance committee 
meeting of Los Angeles Chamber of 
Commerce. Mr. Rupp, who has been 
reporting insurance news for 32 years, 
was presented a handsome pen and 
pencil set by J. T. Silveira, manager of 
Pacific Fire Rating Bureau at Los 
Angeles. 


Henry C. Hunken, Connecticut Mu- 
tual Life general agent at Chicago, ieft 
the city the early part of March to 
poard his cruiser at the Coral Ridge 
Yacht Club in Fort Lauderdale, Fla. 
He will cruise in southern waters, re- 
turning to Chicago the first part of 


DEATHS 


MILO W. WILDER JR., mortgage 
consultant and retired financial vice- 
president of Mutual Benefit Life, died 
at his home at Orange, N. J. He was 
with the company 50 years when he 
retired in 1947. He joined John J. 
Reynolds in 1948 as head of the cor- 
porate financing division of the real 
estate and corporate finance brokerage 
firm. 











PAUL V. McNUTT, 63, chairman of 
Philippine American Life and former 
governor of Indiana and ambassador 
to the Philippines, died at his home 
in New York City after an illness of 
six months. He had attended the an- 
nual meeting of the company three 
weeks ago. He was also a director 
of American Life of Delaware and 
U. S. Life. 


JOHN W. DAVIS, 81, a trustee of 
Mutual Life of New York and presi- 
dential nominee in 1924, died of pneu- 
monia at Charleston, S. C. He would 
have marked his 30th anniversary as 
a trustee in July. Only one other 
trustee of the 30 on the board had a 
longer tenure. 








State Mutual Sends 
Earnshaw to Md. 


Charles W. Earnshaw, former train- 
ing director of State Mutual Life at the 
home office, has 
been appointed 
agency manager of 
Maryland with 
headquarters in 
Baltimore. He suc- 
ceeds Harry I. 
Warren, who has 
been general agent 
since 1941. 

Mr. Earnshaw 
entered insurance 
in 1932 with Penn 
Mutual in New 
York City, went 
with Prudential in 
1940 and _ joined 
State Mutual in 1948. He is president 
Pong England trainers group and is 
a 5 


LIAMA Elects 4 Members 


College Mutual Life of Indianapolis, 
Royal of Montreal, Western National 
Life of Amarillo, Tex., and Colonial 
Mutual Life of Melbourne, Australia, 
have been elected to membership in 
LIAMA, bringing the world-wide 
total to 267 companies. 


Charles W. Earnshaw 








PERSONAL INCOME 
What Portion Should 


Go For Insurance? 

By DR. HARRY DINGMAN 

Money earned in occupation is chief 
determinant of one’s financial status. 
Occasional persons have money inde- 
pendence from inheritance, inventions, 
investments that have been unexpect- 
edly happy, oil found on the old farm 
homestead, wealthy widows that re- 
married. 

Financial status determines how 
well a man can live currently, and 
how much he can save for future se- 
curity. It determines how much can 
be spent for food, shelter, clothing, 
recreation—and insurance. About 3% 
of U. S. A. national income goes for 
life insurance. Not enough. Yet may 
be too much for large families with 
meagre income who have developed 
a habit of eating to live. 

What portion of income should be 
budgeted for personal protection—life 
insurance, accident insurance, health 
insurance, hospitalization, medical 
reimbursement? Categorical answer 
is impossible. Circumstances’ vary 
greatly. Perhaps you believe as J. El- 
liott Hall believes, that no head of a 
family has any right to invest in stocks 
or bonds until he has an adequate in- 
surance estate. Perhaps you believe as 
Ben Tolmich believes, that home own- 
ership, insured, is first obligation of a 
husband with children. Perhaps you 
believe with the fictional J. Rufus 
Wallingford that you should take a 
chance on long shot speculation. 
Trouble is it isn’t J. Rufus who takes 
the chance. It is his wife, his widow. 
If J. Rufus dies unexpectedly or be- 
comes permanently disabled, his wi- 
dow has to go find a job. Thousands 
of widows have had to do just that. 
Thousands? Millions. 

The Bible, a book of great wisdom, 
based on many, many centuries, sug- 
gests that you—I, well anyhow, you 
—give a tenth of income to the Lord 
for those who need it. Your widow and 
orphan may need what a tenth of your 
income will buy them in daily security. 
You relieve the Lord of obligation 
for them. I say it reverently. If you 
spend 10% of income for life insur- 
ance, you exceed average. Congratu- 
lations! Life insurance companies have 
been permitting expenditure up to 
20% of income for iife insurance. It’s 
too much. It’s much too much with 
taxes as they are today. Read the Mar- 
shall and Murphy articles on jumbo 
insurance. Then reread. 


This is an excerpt from the new edition of 
“Risk Appraisal” by Dr. Harry Dingman. vice- 
president of Continental Assurance. Acknowl- 
edsed as an authoritative work throughout the 
insurance world. more than 800 life and A&®H 
comnaries vse the book as a basic text. It has 
received enthusiastic praise from many million 
dollar producers. The new edition now_ is 
availahle from the Notienol Underwriter Co.. 
429 East Fourth street. Cincinnati. or any of 
its branch offices. The price is $12.50. 





Reduces Aviation Rates 


A reduction of $2.50 per thousand 
from the former $5 has been made in 
the extra premiums formerly required 
for civilian and military aviation risks 
by Colonial Life. Included in the re- 
duction are civilian pilots and crew 
members on scheduled passenger air- 
planes in the U. S. or Canada, including 
pilots of lines flying outside those 
countries; professional pilots with 
qualifications comparable to those of 
scheduled airlines, who fly company 
owned planes for business only; and, in 
select cases, non-commercial pilots 
over age 30 with 1,000 hours experi- 
ence. An extra premium of $5 per 
thousand will be charged for civilian 
pilots and crew members engaged 
in non-scheduled flying, instructing, 


charter, sightseeing, photographic, etc., 
and for private pilots generally. The 
former rate was from $7.50 to $15. Ac- 
cidental death benefit may be issued 
at standard rates for persons whose 
occupations require them to fly as pas- 
sengers if flying is less than 150 hours 
per year. If it exceeds this limit, the 
en will be rated 1.5 times stand- 
ard. 


Pru Plans White Plains 
Agency Opening June 15 


Prudential will open a new agency 
at White Plains, N. Y., June 15, with 
James E. McEvoy as manager. He will 
be manager of the Murray Hill agency 
in New York City from April 1 until 
he takes over the White Plains agency. 
He temporarily fills the vacancy creat- 
ed by the transfer of C. Jordan Kreutz- 
to Hackensack, N. J. 

Mr. McEvoy, an assistant director of 
agencies, joined Prudential in 1936 
at the home office, became an agent 
and subsequently assistant manager at 
Newark and returned to the home of- 
fice in 1952 in the sales management 
department. 








Bogut to Wichita for John Hancock 

John L. Bogut has been named man- 
ager of the Wichita group A&S claim 
office of John Hancock. He has been 


with the company since 1953 and at 
the time of his promotion was field 
representative in charge of the Seattle 
claim office. John M. Wallace, who has 
been at the home office since 1946, re- 
places him at Seattle. 


New Bettger Book Puts 


Ideas Across Concisely 


By RALPH E. RICHMAN 
Frank Bettger’s second book on 
selling, “How I Multiplied My In- 
come and Happiness in Selling,” is 
especially valuable to a busy man in 
the life insurance business because 
of the conciseness with which it puts 
across a practical idea. There are 40 
chapters, each based on a_ personal 
experience, but the average length of 
a chapter is less than six pages. 
Probably there isn’t a new prin- 
ciple of life insurance selling in the 
Bettger book but there is evidence that 
Mr. Bettger has made sharp use of 
known principles by working out the 
procedures that increase the return 
from their application. The book is 
filled with stories showing Mr. Bett- 
ger’s skill at listening and sensing 
from direct statements or from con- 
versations the life insurance need 
which would most powerfully moti- 
vate the man in front of him. 
The book is published by Prentice- 
Hall, Inc., New York City. 
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DEATH RIDES THE HIGHWAYS! 


Global Transportation Accident Policy No. 303 Insures While: 

(1) Driving an automobile or a passenger in one, or being struck by 
one—any place in the world. 

(2) A passenger in any aircraft licensed to carry passengers. That in- 
cludes domestic or foreign aircraft—privately owned, company 
owned, scheduled or non-scheduled air line owned, also 
chartered aircraft—any place in the world; 

(3) A passenger in or on or being struck by any passenger common 


carrier, i.e., trains, taxis, buses, street cars, ships, etc., any place 
in the world. 
Coe OT Oe | | a ea Tie oro . $100,000 
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Des Moines Meeting To 
Open ALC Regionals 


American Life Convention will open 
its series of regional meetings at Des 
Moines, April 4-5. Other regionals are 
scheduled at Washington April 11-12 
and New Orleans April 18-19. 

There is no established agenda at 
any of the meetings, nor will there be 
formal speeches. Among open discus- 
sion topics will be agency and home 
office matters, federal and state taxa- 
tion of insurers, legislative develop- 
ments, war problems, new policy con- 
tracts, variable annuities and invest- 
ments. At Des Moines a special session 
will be devoted to investment prob- 
lems, with James H. Windsor, financial 
vice-president of Equitable Life of 
Iowa, chairman of the ALC financial 
section, presiding. 

Special guests at Des Moines will 
include Commissioners Fischer of Iowa, 
Pansing of Nebraska and Hammel of 
Nevada, as well as actuaries H. G. Eg- 
gert of Nebraska and Howard Hill of 
Kentucky. 


John R. Ward Promoted 
by North American Re 


North American Reassurance has ad- 
vanced John R. Ward to assistant sec- 
retary. Mr. Ward 
has been doing 
special work for 
several months, 
principally in the 
group and A&H 





fields. He will 
continue in this 
activity. 


Mr. Ward, who 
this year will mark 
his 25th insurance 
anniversary, join- 
ed North American 
after serving as 
senior account ex- 
ecutive for John- 
son & Higgins. Starting in the business 
as an agent, he was elected an officer 
of United States Life at the age of 27 
and for more than 10 years was in 
charge of underwriting, issue and 
claims. He later did special group 
underwriting and research for John 
Hancock Mutual, and also assisted in 
establishing the group underwriting of 
Home Life of New York when that 
ew entered the group field in 
1950. 

Mr. Ward is a past vice-president of 
Institute of Home Office Underwriters 
and for several years served on its ex- 
ecutive committee. 


A. B. Goldstein Feted 


Aaron B. Goldstein, manager of Met- 
ropolitan’s South Boston office, and his 
staff of 40 were honored at a dinner 
for leading the New England territory 
in 1954. Clifton E. Reynolds, superin- 
tendent of agencies, who was accom- 
panied by field officers and 10 home 
office executives, awarded Mr. Gold- 
stein the veteran’s trophy as leading 
district in New England and a Million- 
aire’s Club plaque. Pins and plaques 
were given the sales, medical and 
clerical staffs of the office. Mr. Gold- 
stein joined the company in 1927 and 
is a life member of the Million Dollar 
Round Table. 


New A&H Bureau Members 


Midland Mutual Life and Sun Life 
of Canada have joined Bureau of A&H 
Underwriters. They bring the number 
of companies in the bureau to 97. 


John R. Ward 











Kirschenbaum to Pittsburgh 


Prudential has appointed Ben Kirsch- 
enbaum head of north park district 
at Pittsburgh. He joined the company 
in 1936 and supervised agents in Elm- 
hurst, N. Y., from 1946. 





Advertising Workshop 
Set for April 3-8 


Life Insurance Advertisers Assn. 
will run an editorial workshop April 
3-8 at St. Louis. The meetings will be 
directed by members of the LAA staff. 
Powell B. McHaney, president of Gen- 
eral American Life, will speak at the 
closing luncheon. 

The program will include discussions 
of how to achieve editorial objectives; 
special problems of home office and 
field publications; how to write quick, 
easily understood headlines, leads, 
photo captions; how to edit efficiently; 
use and planning of picture stories; 
editorial and sales promotion; prepara- 
tion of manuscripts; how to test read- 
ership, publicizing conventions, con- 
tests, and other editorial problems. 

A.H. Thiemann, 2nd vice-president 
New York Life and president of the 
association, will also address the work- 
shop, St. Louis Advertising Club will 
give a luncheon for persons attending 
the meeting. 





Bankers National of N. J. 
Begins Ad Campaign 


Bankers Natianal Life of Montclair, 
N. J., has begun a national advertising 
campaign in Fortune magazine. The 
first advertisement, in the April issue, 
will be a four-color, two-page spread 
announcing the opening of the new 
home office building and the introduc- 
tion of the new low cost $25,000 min- 
imum whole life policy. 

There will be three follow-up two- 
color single page advertisements on the 
policy during the year. The same mo- 
tif will be followed in most of the 
company’s trade press advertising. 


Stock Broker at L. A. 


Paul H. MacGregor of the stock 
brokerage fitm of E. F. Hutton Co. 
addressed A&H Managers Club of Los 
Angeles on “Outlook for Business and 
Stock Market.” Mr. MacGregor’s fore- 
cast was for industrial expansion. 


McPherson Takes Company Post 

Joseph D. McPherson, former Ala- 
bama deputy insurance commissioner, 
has been appointed secretary-treas- 
urer of Mutual Savings Life of Ala- 
bama. 





INSURANCE 
COMPANIES 
Bought and Sold 


Contacte us regarding either the sale or 
purchase for CASH of the capital stock 
of management contracts of insurance 
companies. All negotiations confidential. 


BRINSOR 


jf en 


1102 WALDHEIM BUILDING 
KANSAS CITY 6, MISSOURI 





Service Guide . | 


Health & Accident Adjustment Co. 


A & H Claims — Investigations 
Subrogations 


for 
Commercial and Grou Companies 
ANTHONY T. RESSA . p a. BUCK 
904 Dexter Horton Bi 
Seattle 4 jot 6710 
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Chicago A&H Men Elect 
R. L. Seiler President 


Alvin H. Goeser of World of Omaha 
was speaker at the election meeting of 
Chicago A&H Assn. New officers of 
the association are: 

President, Robert L. Seiler of Paul 
Revere Life; vice-presidents, Lee 
Houghland of Combined; LeRoy L. 
Phelps of North American Life and 
John E. Sonin of Fireman’s Fund In- 
demnity; treasurer, Frank Watt of 
Washington National, and secretary, 
Marie Meade of H & A Underwriters 
Conference. 

The executive board is made up of 
w. G. Manzelmann of North American 
Accident; James Beaumont of Critch- 
ell-Miller agency; William G. Burns 
of Bankers L. & C.; John Hoard of 
Mutual Benefit H. & A.; Ernest T. 
Luehr of Parker, Aleshire; George 
Mauloff of Marsh & McLennan; John 
J. Quinn of Conkling, Price & Webb; 
W. R.: Weiler of Meeker-Magner; 
Charles Woodward of Newhouse & 
Hawley and W. C. Woodyard of Con- 
tinental Casualty. 


James Willford Heads 
Ohio A&H Association 


James B. Willford, Toledo, was 
elected president of Ohio Assn. of 
A&H Underwriters at the state or- 
ganization’s annual meeting in Col- 
umbus. Melvin C. Meilke of Columbus, 
John Forrest of Akron, and William 
L. Allebach of Cleveland are vice- 
presidents. Homer Trantham of Col- 
umbus continues as executive sec- 
retary and counsel. 

Parker B. Arnett of Youngstown, 
outgoing president, is chairman of the 
executive board, succeeding R. W. 
Bickelhaupt of Cincinnati. Other board 
members are W. B. McIntyre and 
Warren L. Schwochow, Columbus; 
Robert Kelly, Cleveland; Herman Har- 
rison, Cincinnati; Leland Clegg, 
Youngstown; Edward H. Smith, Tole- 
do. 

In view of the association’s spon- 
sorship of two sales caravans that 
visited six Ohio cities last fall, the 
usual sales program that has been a 
feature of the annual meetings was 
omitted this year. Instead, the rep- 
resentatives of the Ohio body met with 
the Columbus association at a lunch- 
eon meeting. A. Stuart Payne, general 
agent for Security Mutual Life, Bing- 
hamton, was guest speaker. He dis- 
cussed the coordinating of accident 
and sickness insurance selling with 
life insurance sales. 





Suggests Private A&H 
Pool for Reinsurance 


John H. Rowell, consulting actuary 
of San Mateo, Cal., suggests primary 
A&H insurers form a private A&H re- 
insurance pool as an alternative to 
federal A&H reinsurance. He writes: 

In the President’s latest health mes- 
Sage to Congress, he wrote as follows: 

“Reinsurance: The purpose of the 
reinsurance proposal is to furnish a 
system for broad sharing among health 
Insurance organizations of the risks 
of experimentation.” 

Here is recognition of the fact well- 
known to insurance people that re- 
insurance, in the final analysis, is a 
Spreading of excess losses, or catas- 
trophe losses, or the risks of insurance 


experimentation among the primary 
insurers. 

The primary insurers have long 
bought excess reinsurance covering, 
for example, workmen’s compensation 
losses in excess of $25,000 per accident, 
knowing full well that the excess 
losses will come back to them col- 
lectively, at once, and individually, 
eventually in the form of reinsurance 
premium charges. Excess reinsurance 
per accident or per occurrence is sim- 
ply a means whereby an individual 
primary insurer can escape tempor- 
arily the shock losses which are 
beyond its immediate capacity to bear. 


Likewise, the primary insurers have 
established such organizations as Aero 
Associates, Associated Aviation Under- 
writers and U. S. Aviation Insurance 
group to spread the risks of airplane 
hull and personal injury or death 
catastrophes among the primary in- 
surers. Excess reinsurance is still re- 


quired, but the pooling arrangements 


permit higher retentions by the in- 
dividual insurers than they would 
otherwise permit. American Marine 
Hull Insurance Syndicate does a sim- 
ilar spread-the-risk job in the field 
of ocean marine hulls. American For- 
eign Insurance Association and Amer- 
ican International Underwriters op- 
erate in areas where the nature of the 
fire and casualty risks assumed were 
relatively unknown at the outset. In- 
deed, these associations were organ- 
ized for the very purpose of spreading 
insurance experimentation among the 
primary insurers. 

The administration’s health service 
prepayment plan_ reinsurance act, 
voted down last year because of the 
need of “more time for study’, pro- 
vided for covering about 75% of the 
underwriting losses a primary insurer 
might suffer as a result of experimen- 
tation in new phases or areas of hos- 
pital-surgical-medical coverage. In- 
dividual insurers could participate in 
the program, or not, as they liked. 

Is there not an analogy between this 
and the hitherto proved success of in- 
dividual insurer participation in exist- 
ing fire, casualty or ocean marine 
pools? 


The administration would authorize 
the Secretary of Health, Education and 
Welfare to start with a $25 million 
capitalization (and tax supported ad- 
ministrative expenses estimated by 
Mrs. Hobby at $18.5 million a year), 
stating it to be an alternative to more 
drastic health and welfare or social- 
ized medicine schemes. The insurance 
business does not like “more drastic 
health and welfare or socialized medi- 
cine schemes.” But neither does it 
relish the administration’s proposed 
alternative to be run by the federal 
government. 

Therefore, as an alternative to the 
administration’s proposals, could not 
the insurance business establish a 
private reinsurance A&H pool? 

In the President’s words, if “the 
purpose of the reinsurance proposal is 
to furnish a system for broad sharing 
among health insurance organization 
of the risks of experimentation,” 
would it not be a better alternative for 
the primary insurers to meet his pur- 
pose by organizing, within the busi- 
ness, an industry-owned, industry- 
controlled and industry-managed re- 
insurance facility in which individ- 
ual insurers could participate, or not, 


as they wished, in order to “furnish a 
system for broad sharing among health 
insurance organizations of the risks of 
experimentation”’? 

Last year’s administration bill was 
defeated but not dropped. The time 
for study has gone by. The time for 
talk has gone by. The only way to de- 
feat the bill this year is to offer a con- 
crete alternative. This is to meet the 
President’s purpose, not by accepting 
some version of federal reinsurance 
but by offering private reinsurance, 
perhaps as a pool, open to all private 
insurers, life, casualty and _ service, 
who wish to participate. 





Five Speakers Named for 
Ill. A&H Assn. Annual 


Illinois Assn. of Accident & Health 
Underwriters, which is holding its 
first annual sales congress in Peoria 
April 15-16 at the Pere Marquette 
hotel, will hear the following speak- 
ers: 

L. W. McKinnon, president of In- 
ternational Assn. of Accident & Health 
Underwriters; Charles H. Gilbert, 
Woodman Accident general agent, 
Madison, Wis., president of the Wis- 
consin association; Edward O’Connor, 


managing director of Insurance Eco- 
nomic Society of America; John P. 
Hanna, managing director, Health & 
Accident Underwriters Conference, 
and Chester C. Elson, Mutual of Oma- 
ha, Waterloo, Ia. 

There will be a general business 
meeting the afternoon of first day 
followed by a “mixer” at the Pabst 
Brewery, with the second day being 
devoted entirely to the sales congress. 
The $5 registration fee includes a 
luncheon. 


AMA President Raps A&H 
Reinsurance Proposal 


Care of persons who cannot be in- 
sured is the greatest single medical 
problem in this country, but the fed- 
eral A&H reinsurance bill cannot 
solve it, Dr. Walter B. Martin, presi- 
dent of American Medical Assn., said 
at dedication ceremonies for the new 
headquarters of Los Angeles County 
Medical Assn. 

Dr. Martin presented statistics to 
show the tremendous growth of the 
A&H business. “I’m convinced that 
our progress toward voluntary in- 
surance has been so great that it won’t 
be long before all insurables are ac- 
ony ewe by private companies,” 

e said. 
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to be held during April 

and May at Del Monte ; 
Lodge, the Broadmoor, 
and Skytop Lodge, will 
witness the biennial sec- 
tional reunions of the 
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NALU Holds Harmonious Midyear Gathering 


(CONTINUED FROM PAGE 3) 





mended that the entire industry re- 
view its advertising and marketing 
practices to make sure that they do not 
endanger the high esteem and public 
acceptance that the life insurance busi- 
ness has striven for and presently 
enjoys. 

“We are convinced that undue spec- 
ulation on future costs, which has little 
relevance to current actual experience, 
can bring only temporary and narrow 
advantage while sacrificing the price- 
less ingredients of public acceptance 
—integrity and good will,” the report 
concluded. 

There was considerable discussion 
at this committee’s meeting, not all of 
it agreeing with the report. 

e e e 

For example, E. C. Schroder, New 
York Life, Appleton, Wis., said that as 
far as he was concerned the special 
policies his company had brought out 
had increased the agent’s income. It 
is now possible to sell $10,000 for 
what the buyer would have had to 
pay for $8,500. He said the special 
policy had been a distinct advantage 
to him personally, because he can sell 
more business. 

David B. Fluegelman, Connecticut 
Mutual, New York City, a past pres- 
ident of NALU, criticized special pol- 
icies having reduced commissions as 
a form of legalized rebating. Mr. Col- 
lins pointed out that one company had 
indicated it would probably eliminate 
the reduced commission rate in its 
special policies. He asked Mr. Schrod- 
er if he wouldn’t like to have no re- 
duction in the commission rate in the 
special policies, to which Mr. Schrod- 
er readily assented. 

Mr. Collins was particularly critical 
of the type of special policy in which 
the entire cut in premium results from 
the reduction in the agent’s commis- 
sion. 

Another participant pointed out that 
the special policy provided only a 
fleeting advantage because other com- 
panies would soon bring out their 
special policies. 

. € e 

Mr. Fluegelman asked how the re- 
duced-rate-of-premiums emphasis 
squared with the professional concept, 
observing that he had never seen a 
professional man who gave his serv- 
ices on the basis that they would be 
cheaper than those of somebody else. 

Harold J. Cummings, president of 
Minnesota Mutual Life, was in the 


room and was asked by Mr. Schroder 
to comment on the special policy situ- 
ation. Mr. Cummings said that the rate 
of commission means nothing but the 
total commission per sale and the 
agent’s total compensation are the im- 
portant things. He pointed out that his 





company’s premium per $1,000 had de- 
creased one-third in recent years but 
the agent’s commissions per sale have 
increased during that time from $39 
to $50 and the agent makes more sales 
per interview. He said it is wrong to 
sell net cost and that comparisons be- 
tween companies hurt all companies, 


Mr. Cummings said the life insur- 
ance business should overcome the 
fear the agent has of seeing people, 
Practically all agents have this fear 
and Minnesota Mutual is concentrating 
on giving the agent skill in overcoming 
it and doing things that will bring en- 
couraging results. 

He said at first the company was 
laughed at for its insistence: on its 





Past president John D. Monyahan 
(Metropolitan Life, Chicago) and 
Merlin J. Ladd, New England Mutual, 
Boston, chairman of the NALU nom- 
inations committee, chatting at the 
NALU midyear at Columbus. 


agents using canned sales talks but 
these sales talks have resulted in 
agents stepping up their sales ratio 
from one sale in seven interviews to 
one in three. With Mr. Cummings was 
Richard Link of Los Angeles, one of 
Minnesota Mutual’s_ million dollar 
producers, who said he invariably uses 
a canned sales talk. He makes about 
150 sales a year and said he would be 
lost without these sales talks and the 
sales aids supplied by the company. 


Another lively meeting was that of 
the group committee, headed by Mr. 
Fluegelman. Oren D. Pritchard, Union 
Central, Indianapolis, chairman of the 
state law and legislation committee, 
brought up that there is something of 
an impasse in getting the commission- 
ers model group limitation bill passed. 
Some states don’t want to do anything 
until New York does and New York, 
having repealed its limitation bill a 
few years ago because so many other 
states lacked any curbs whatever, is 
understandably leery about moving un- 
til other large industrial states act. 

There was considerable discussion 


NALU trustee 
John Donohue 
(Penn Mutual, 
Baltimore) with 
Laura Benham, 
Prudential, N iag- 
ara Falls, N. Y, 
chairman of _ the 
committee of 
women underwrit- 
ers, during the 
NALU_- midyear 
meeting at Colum- 
bus; and Albert 
Adams, John Han- 
cock, Philadelphia, 
presently a trus- 
tee of NALU and 
candidate for 
NALU -s secretary. 
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of the railroad group case written by 
Travelers and reinsured with other 
companies. The fact that only $5,000 
in commissions was paid was criti- 
cized, although it was pointed out that 
the justification was that if the com- 
panies had insisted on paying the full 
rate of commission the case would 
have gone self-insured. 
* o e 

Someone pointed out that in spite 
of this low commission, fees were paid 
to consultants that added up to more 
than the regular commissions. How- 
ever, Mr. Fluegelman said that such 
fees have nothing to do with the com- 
mission question and failure to pay 
customary commissions is damaging 
the agency system. He said that ‘“com- 
panies have got to face it and not play 
poth ends against the middle.” 

Mr. Fluegelman was also critical of 
the concept that commissions should 
be paid only as they could be justi- 
fied by the agent’s service in each 
individual case. He pointed out that 
the agent is paid not only for the cases 
he sells and services but for those he 
doesn’t sell but tries to sell. 

Albert Adams, John Hancock, Phil- 
adelphia, a trustee of NALU, said that 
“possibly we made a mistake” in going 
along with the commissionless group 
life plan for federal employes. He said 
it seemed likely that “we have opened 
a door that may never be closed for 
a long time if ever—and there may be 
a wider opening of the door,” con- 
trary to the agency system. He said 





c? 4 


Gerard S. Brown, Penn Mutual, Chi- 
cago, NALU federal law and legisla- 
tion chairman, with NALU treasurer 
James Elton Bragg, Guardian Life 
New York City, at the NALU midyear 
at Columbus. 


this, combined with other elements, 
is working against the interest of the 
individual agent and “possibly we 
might reverse our stand” on this type 
of business. 

Mr. Fluegelman commented on the 
difficulty of saying that commission- 
less group is OK for life insurance but 
not for A&H. He said he didn’t see 
how it is possible to oppose commis- 
sionless group A&H for government 
employes without reversing NALU’s 
position on the federal employes group 
life insurance case. 

e e e 

There was also a question brought 
up as to how NALU could say the 
commissionless plan was all right for 
‘the federal employes case and not for 
the railroads. 

Mr. Fluegelman said that an excep- 
tion was made for the federal govern- 
ment because it could have insured its 
employes direct, for example through 
social security. 

Gerard S. Brown, Penn Mutual, 
Chicago, chairman of the federal law 
and legislation committee, pointed out 
that another aspect is that the govern- 
ment is the people and “we are the 
people”. He said that all are concerned 
about government economy and con- 
sequently there is a difference be- 
tween the government case and the 


railroads, which are private employ- 
ers. 

He said there is also the angle that 
NALU is constantly dealing with the 
government on other matters and that 
he was told by a high government of- 
ficial that he was very happy that 
NALWU had taken the position of going 
along with the commissionless group 
life case as it did a year ago at New 
Orleans. Thus, “we are creating some 
good will and that is a good thing,” 
he stated. 

Mr. Pritchard at this point asked if 
the U. S. government as an employer 
was any different from, say, the state 
of Illinois. If the state of Illinois is 
entitled to a “rebate” this is at vari- 
ance with the law of the state itself, 
he said. 

Carlyle Dunaway, NALU counsel, 
pointed out that insistence on commis- 
sions on the government employes 
group A&H case might mean that Blue 
Cross and Blue Shield would get the 
whole case and the committee had that 
in mind. He mentioned that the tax- 
ation of Blue Cross and Blue Shield 
is being studied by NALU and by the 
companies to see why they shouldn’t 
be made subject to the same insur- 
ance laws, taxes and regulations as 
other insurers. 

The consensus on dependents’ group 
insurance was still against it. Roy 
Simon, Penn Mutual, Chicago, said 
that when something like this is 
started, even “with limits,” it will be 
like social security in that nobody 
knows where it will go in future years. 
However, Lewis Callow of Memphis, 
expressed concern lest this form of 
coverage be taken over by the federal 
government. 

At the forum conducted by the 
committee of agents, headed by Wil- 
liam H. Pryor, Connecticut Mutual 
Life, Milwaukee, Louis J. Grayson, 
Travelers, Washington, D. C., a trustee 
candidate, suggested that the midyear 
meeting be eliminated as an unneces- 
sary expense, since so few members 
attend the national council meeting 
that its expressions of view point can- 
not be regarded as representative of 
NALU as a whole. Mr. Grayson spoke 
during the discussion on how to im- 
prove NALU conventions. 

Another suggestion by Mr. Grayson 
was that another day should be added 
to the annual meeting or else two 
half-days, which would give time for 
more entertainment and hence make 
the conventions more attractive to 
visiting agents. He said they don’t get 
much fun out of meetings the way 
they are currently set up. 

This suggestion of more time for the 
agent at annual meetings was con- 
curred in by Hunter Hammill, Phoe- 
nix Mutual Life, Philadelphia, and 
Mr. Brown. 


se 


Present and past chairmen of the 
state law and legislation committee of 
NALU at the midyear meeting in Col- 
umbus: Oren D. Pritchard (left) Un- 
ion Central, Indianapolis, and Robert 
R. Reno, Jr., Equitable Society, Chi- 
cago. 





Trio from Wash- 
ington, D. C.: 
J. Hicks Baldwin 
(left) New Eng- 
land Mutual; Lou- 
is J. Grayson, 
Travelers, NALU 
trustee candidate; 
H. Cochran Fisher, 
Aetna Life, na- 
tional committee- 
man, 





At the NALU 
midyear meeting: 
Robert C. Gilmere, 
Jr., Mutual Bene- 
fit Life, Bridge- 
port, Conn., past 
president of 
NALU; George B. 
Byrnes, New Eng- 
land Mutual, New 
York City, MDRT 
chairman; W. D. 
Davidson, Equit- 
able Society, Chi- 
cago, NALU trust- 
tee and MDRT ex- 
ecutive committee- 
man. 














in the American Pattern of PLANNED ACTION* 


*GUGLIELMO MARCONI revolutionized the world of 
communication by his invention of the wireless. His success 
stemmed from following a course of PLANNED ACTION. 


You can move forward into a profitable lifetime career 
if you take ‘PLANNED ACTION" today and write National 
Reserve Life—the company Strong as the Strongest— 
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If you are ready for General Agent responsibility, Na- 


tional Reserve Life offers you unlimited opportunity from 
the Territory of Hawaii . . . from California to Florida— 
where our one hundred and seventy million dollar company 
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course, your inquiry will be considered strictly confidential. 
Write today and let us give you complete details on the 
money-making opportunities that National Reserve Life 


offers you! 


H. 0. Chapman, Pres., S. H. Witmer, Chm. of the Board 
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STRONGEST IS STRONGER 


In 1954, the Society issued over $2 million more life in- 
surance protection than in 1953. 

It paid members and their beneficiaries more than $12 
million. 

Admitted assets were increased more than $51. million 
to exceed $198 million. 

Fraternal and civic services were similarly expanded. 


2tOTc7, 


World’s Financially Strongest Froternol Benefit Society 


¢ WOODMEN <: WORLD 
> LIFE INSURANCE SOCIETY 
IN? Omaha, Nebraska 

Home Office: Insurance Bldg., 1708 Farnam Street 















LIFE AGENTS 
ARRANGED ON VESTED GENERAL AGENTS 
RENEWAL CONTRACTS ih, AND BROKERS 


U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your tox 
problems may be simplified and savings effected. Correspondence Invited. 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Sante Monica Bivd., Beverly Hills, Calif. 














ie a Ae 
ogy! A a a 


Lire“ 


RESERVE 








—<<<—< 


Eastern Actuaries Discuss Special Policies 


(CONTINUED FROM PAGE 1) 





criminate against the buyer of $1,000 
policies, Mr. Phillips pointed out that 
to ignore the fact that certain ex- 
penses depend only on the number of 
policies can be regarded as discrimi- 
nation against the buyers of policies 
for larger amounts. He felt that the use 
of a policy fee to recognize certain per- 
policy expenses would not be suitable 
and that the use of special policies 
solves the problem. 

J. TT. Birkenshaw, Confederation 
Life, said his company has a special 
low-rate non-par policy with a $25,000 
minimum. For policies under $2,500 
the company charges an extra of $3 per 
policy. While this $3 extra was not pop- 
ular with the field force originally, it 
made it possible for the premium rates 
for larger policies to be more competi- 
tive and resulted in the representatives 
“raising their sights” to larger policies. 

D. M. Ellis, Canada Life, warned that 
there is a tendency to overestimate the 
effects of small average policies unless 
a complete breakdown of expense an- 
alysis is available. 

Arthur Pedoe, Prudential of Eng- 
land, felt that some of the newspaper 
advertisements and articles in the press 
tended to give the public the wrong im- 
pression on the subject of policy ex- 
penses and the methods used to reflect 
them in p"emium rates. 

* s @ 

H. F. Rood, Lincoln National, men- 
tioned the tendency to ask United 
States supervisory authorities to solve 
many problems when in fact they 
should be solved by the actuaries 
themselves. 9 

Life companies are making rapid 
strides in the use of electronic comput- 
ing and data processing equipment. 
Speakers from several of the large and 
medium-sized companies made confi- 
dent and enthusiastic remarks that ma- 
chines now available or about to be an- 
nounced by various manufacturers 
would have significant effect on home 
office procedures in the very near fu- 
ture. 

Although it is only three years ago 
that the Society of Actuaries received 
the first report from its committee on 
new recording means and computing 
devices, M. E. Davis, Metropolitan 
Life, chairman of the committee, in- 
formed the actuaries that any misgiv- 
ings as to accuracy and dependability 
of the new type of equipment had all 
but disappeared completely. The Met- 
ropolitan installed a Remington Rand 
Univac about 10 months ago and has 
yet to find that the central unit (the 
“brain” of the computer) has made a 
single error traceable to the machine 
itself. This experience covered compu- 
tations and processing involving 20 
million policies with machine utiliza- 
tion on a 2-shift basis per day, eight 

hours to the shift. 
e & @ 

Peripheral or auxiliary equipment 
such as high speed printers are proving 
to be equally as accurate. Mr. Davis re- 
ported that on the high speed printer 
used in his company, printing from 
magnetic tapes as a source is being 
done at the rate of 600 lines per min- 
ute. In more than 50,000 lines an error 
of only one character in one line has 
been detected up to the present time. 

A significant development expressed 
by several speakers was the tremen- 
dous progress made in reducing the 
time consumed by the preliminary 
work of programming (i.e. preparing 
the instructions for the machine) for 
any particular function to be per- 
formed. This observation was of great 


importance to companies having little 
experience to date. Many of the larger 
compenies have staffs of three to 10 or 
more persons, usually actuaries, ac- 
countants, methods analysts and ma- 
chine technicians, devoting full time 
to the problems of electronic opera- 
tions preliminary to reaching a decij- 
sion on the type of machine to be pro- 
cured, what functions should be con- 
verted to the new equipment, and the 
manner in which conversion should be 
made. 


M. R. Cueto, New York Life, stated 
that among the significant develop- 
ments in the equipment in the past 
year have been the advancement of the 
high speed printer, the adoption of 
magnetic cores as satisfactory storage 
media as contrasted to electrostatic 
storage, acoustic delay lines and mag- 
netic drums, and the use of units per- 
mitting simultaneous reading, writing 
and computing. 

J. T. Phillips, New York Life, speak- 
ing especially to representatives of 
smaller companies, stressed the adapt- 
ability of presently available electron- 
ic equipment such as the IBM 604 and 
607 to many of the operations still be- 
ing done by less efficient methods. 

J. W. Ritchie, Sun Life of Canada, 
pointed out that a company consider- 
ing entry into the field of large-scale 
electronic computers should not over- 
look the question of obsolescence. He 
stated that on the basis of cost studies 
made by his own company, a Canadian 
company could expect to find the criti- 
cal volume of business in force in the 
matter of showing savings from the 
use of a large-scale electronic comput- 
er would be higher than for a United 
States company, the reason being that 
the equipment might have to be im- 
ported with import duty payable and 
that the operating costs might be high- 
er in Canada. He also observed that ex- 
perience indicates that the effective 
computing time for large-scale com- 
puters varies considerably with the 
quality of maintenance and that the 
problem of engineers and technicians 
might be an important factor, especial- 
ly in times of war. 

H. F. Rood, Lincoln National, com- 
mented that one of the cost savings in 
the adoption of large-scale electronic 
systems is the elimination of many 
files. He suggested that many of these 
might be eliminated even without the 
new program. 

D. H. Harris, Equitable Society, said 
his company had decided to make a 
series of conversions, each involving 
the mechanization and consolidation of 
a related group of functions. In this 
manner it is expected that the transi- 
tion would be less difficult and the im- 
pact upon many areas of the company 
less severe than if large-scale eonver- 
sion to the largest machine were at- 
tempted at this time. 

R. D. Acker, Meropolitan Life, 
speaking on the experience of his com- 
pany with actuarial and related opera- 
tions on Univac, stated that in many 
instances the time consumed by pro- 
grammers in preparing instruction for 
the machine had been reduced by over 
50% and that greater reductions were 
anticipated as greater skill was attained 
and a “library” of programs became 
available. 

J. S. Hill, Minnesota Mutual; S. Hast- 
ings, Mutual of New York; A. L. 
Wright, Manufacturers; F. Reich, 
Equitable Society and J. M. Boermees- 
ter, John Hancock, reported on various 
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phases of the use of electronic equip- 
ment stressing various subjects rang- 
ing from the organization of an associ- 
ation for the purpose of pooling infor- 
mation in a local area to the use of 
such equipment in various lines of in- 
surance in some of the larger compa- 
nies. 

M. A. Linton, Provident Mutual, felt 
that the determination of the proper 
level of social security benefits is very 
difficult, stating that the point at which 
the line is drawn is largely subjective 
and whether or not there should be 
level or graded benefits is largely aca- 
demic. He expressed concern on the 
overlapping of OASI benefits and old 
age assistance benefits provided by the 
states. He gave a number of states in 
which a good proportion of those re- 
ceiving old age assistance benefits are 
also receiving OASI benefits, pointing 
out that the federal government shares 
four-fifths of the cost of the state bene- 
fits. Mr. Linton stated that he felt these 
benefits should be on a 50-50 basis al- 
though some difficulty will be en- 
countered in bringing this about. 

® e e 

R. J. Meyers, social security admin- 
istration, spoke on the trends to the 
present benefit levels of OASI and the 
reasons underlying them, mentioning 
that since the legislation was enacted 
in 1935 there have been five different 
benefit formulas. He stated that it is 
generally agreed that benefit amounts 
cannot remain static if wages and 
prices rise, but that there is a question 
whether benefit levels should parallel 
prices or whether they should parallel 
wages and thus the standard of living. 
He thought there are good arguments 
for both points of view. Mr. Meyers 
stated that although there has been a 
substantial increase in benefits under 
OASI over the years the relative bene- 
fit level based on median wages 
was little, if at all, affected by the 1950 
and 1952 amendments whereas in the 
1954 amendments, relative benefit 




















Winners of five grand prizes in the 
“Chance of a Lifetime” contest con- 
ducted by Franklin Life the last four 
months of 1954 were drawn by Gov. 
Stratton of Illinois, left, assisted by 
President Chas. E. Becker. Fred Henry, 
LaFayette, Ga., won the top prize and 
along with his wife will receive a trip 
to Europe, including stops in London, 
Paris and Rome. Other winners were 
Mr. and Mrs. Wayne Hobson, Adair, 
Ia., a two-week cruise in the Carib- 
bean; Mr. and Mrs. Rex M. Hodges, 
Columbus, Ga., an all-expense week 
at the Waldorf-Astoria in New York 
City; Mr. and Mrs. Howard L. Allen, 
Kansas City, an all-expense week at 
Los Angeles, and Mr. & Mrs. Jack 
G. Surles, Lake Charles, La., an all- 
expense week in Chicago. 

More than $150 million of new paid 
business was produced during the 
contest. 


levels were definitely and substantial- 
ly increased to about 33% of wage, or 
by approximately 10%. 


© * e 

G. L. Holmes, Manufacturers Life, 
opined that the natural place for bene- 
fits governed by means or needs tests 
was with charitable organizations, 
while the natural place for flat rate 
benefits was with government. Mr. 
Holmes referred to the Canadian gov- 
ernment annuities act of 1908 and the 
problems it had created for the indus- 
try in the last 20 years, namely, the 
struggle to keep down the subsidy, the 
maximum amounts permitted and the 
prevention of the transfer of large 
blocks of business to the government. 
With respect to the criteria that should 
be used in the determination of bene- 
fit levels, Mr. Holmes outlined these 
used in Canada in determining govern- 
mental benefits. He stated that the 
Canadian benefits are on a pay-as-you 
go basis, the funds arising from 2% 
taxes on both personal and corporate 
income as well as a 2% sales tax, and 
that any rise in the present level of 
benefits would naturally bring about a 
rise in the tax rates. 

J. H. Miller, Monarch Life, stated 
that the 1954 amendments to OASI 
represented a substantial breakthrough 
and that the most important single 
item in the social security structure is 
the wage base. 

e e e 

P. Freedman, social security de- 
partment, United Automobile Workers, 
CIO, discussed the problems in connec- 
tion with the financing of health pro- 
grams. He stated that the UAW does 
not believe in the deductible provi- 
sion. 

M. Gelles, New York Life, stated that 
there were two broad areas for the con- 
cern of government in health insur- 
ance, (1) aid in making hospital and 
other health facilities available to peo- 
ple who cannot afford to provide for 
themselves, and (2) aid in the estab- 
lishment and support of certain facili- 
ties and services, such as hospitals, 
medical and nursing schools. 

In referring to agencies other than 
insurance companies that are promot- 
ing multiple-coverage joint programs 
in the pension field, R. M. Peterson, 
Equitable Society, expressed a strong 
opinion that such agencies should be 
regulated in a manner similar to insur- 
ance companies. 

H. R. Lawson, National Life of Can- 
ada, spoke on the subject of the large 
amounts of savings that are being ac- 
cumulated under the many benefit and 
pension plans as well as insurance 
funds and the effect that such large 
funds tend to become larger by reason 
of a drop in the interest rate, which in 
turn would tend to cause the rate to 
fall lower. 

J. H. Smith, Equitable Society, re- 
ferred to an idealized type of plan that 
had been discussed by Mr. Freedman 
and suggested that it would not work 
in all areas. 

e e e 

R. A. Hohaus, Metropolitan Life, 
said he never expected to see an exact 
formula for the level of OASI benefits. 

There was considerable discussion of 
the difficulty which companies en- 
counter both in the United States and 
Canada in securing approval of annu- 
ity tables with built-in mortality im- 
provement factors. The problems in 
Canada were discussed by Robert 
Humphrys, Canadian insurance depart- 
ment, and E. D. Gibb, North American 
Life of Toronto. In Canada no specific 
rules have been established as require- 
ments which must be met by all com- 
panies. L. H. McVity, Equitable So- 
ciety, stated that the New York depart- 





Above is an architect’s drawing of Union Mutual Life’s new home office 
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addition scheduled to be started in April at Congress and Temple streets in 
Portland, Me. The four-story building, containing 50,000 square feet of 
office space, will be 212 feet long and 50 to 70 feet deep. Exterior of the first 


two floors will be finished in polished 


granite and the two top floors in red 


brick. Completion is scheduled for the summer of 1956. 





ment requires proof that reserves on 
the new basis are at least equal to 
those computed on the 1937 standard 
annuity table and 3% interest. Mr. Mc- 
Vity stressed that this is a burdensome 
requirement and urged that the com- 
panies take steps to have a modern 
table approved for valuation purposes. 
® o e 

Much opposition to present statu- 
tory requirements for premium defi- 
ciency reserves was expressed, partic- 
ularly by W. C. Brown, Colonial, 
George Davis, Life Insurance Assn. of 


America, J. E. Hoskins, Travelers, and 
G. L. Holmes, Manufacturers Life. The 
argument was made that these re- 
quirements are not in the public inter- 
est since they do not permit premiums 
to find their natural level. In some 
cases premiums may be set artifically 
high because of the deficiency reserve 
requirement. 

Mr. Brown felt that the requirement 
contituted discrimination against the 
small stock companies. Mr. Davis ar- 
gued that deficiency reserves could not 
be justified either on practical or theo- 
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retical grounds. A. N. Guertin, Ameri- 
can Life Convention, reported that an 
industry committee is now considering 
premium deficiency reserves. He sug- 
gested that the entire problem could be 
solved by adoption of a new mortality 
table reflecting the great improvement 
in mortality since the CSO table was 
adopted. G. H. Amerman, Continental 
American, suggested that the test for 
deficiency reserves be made on the 
CSO table without built-in loading. 

Ralph Keffer, Aetna Life, gave the 
traditional reasons for the deficiency 
reserve requirement and indicated that 
the solution should be through a change 
in the reserve basis and not elimina- 
tion of the deficiency reserve require- 
ment. Mr. Hoskins felt that there would 
be no objection to the requirement if 
the company were allowed to use the 
highest rate of interest permitted in the 
statute to determine net premiums for 
comparison with the gross premiums. 

Differences between the Canadian 
and U. S. annual statement forms for 
life companies were listed and dis- 
cussed by Mr. Humphrys of the Cana- 
dian department, J. S. Thompson, Jr., 
New York Life, G.F.S. Clarke, Manu- 
facturers Life, H. Bradshaw, Great- 
West Life, R. G. Espie, Aetna Life and 
W. H. Kelton, Travelers. It was stated 
that the principal variations arose from 
basic differences in insurance law or 
supervision, or differing characteristics 
of the business in the two countries. 
Thus, the Canadian statement requires 
a separation of funds between partici- 
pating and non-participating business, 
and greater emphasis on currency ex- 
change adjustments. Great uniformity 
exists, however, and a strong plea was 
made that the minor mechanical dif- 
ferences still remaining should be 
studied and eliminated as far as pos- 
sible. 

In discussing regulation 33 of the 
New York insurance department on 
classification of expenses, Mr. Espie 
pointed out that difficulties would 
arise for a company with general 
agents who in some cases paid expenses 
such as rent, while for other agencies 


this expense was paid by the home 
office. The requirement that the latter 
expense be classified as rent and then 
reclassified as agency expense seemed 
unnecessary. 

George H. Davis, Life Insurance 
Assn. of America, criticized the pro- 
vision of the New York law which 
makes it impossible to adapt the reg- 
ulations to conform to changes in the 
official instructions for the NAIC 
statement blank except after a lag of 
one or two years. 

A practical method of forecasting a 
life company’s gross operating earnings 
for the current year was described by 
J. Barrett Walker, assistant actuary of 
Canada Life. He pointed out that there 
has been some controversy as to the 
value of such forecasts, but they can 
be useful in such areas as planning 
dividend changes, planning and budg- 
eting for agency expansion, determin- 
ing amounts that are likely to be avail- 
able for special reserves, and using the 
estimates as a yardstick through the 
year to measure mortality, interest and 
expenses. 


Mutual of New York 


Advances 2 Researchers 


Mrs. Eleanor S. Daniel has been 
appointed director of economic re- 
search and L. Durward Badgley has 
been named director of real estate and 
mortgage research by Mutual Life of 
New York. The research division will 
continue as part of the executive de- 
partment and be under the adminis- 
tration of J. McCall Hughes, vice- 
president and controller. 

Mrs. Daniel has been with the re- 
search division since 1940 and recently 
has been research associate. Mr. Bad- 
gley joined the company as research 
associate in 1945. 








Garber Goes to New Orleans 

John W. Garber has been appointed 
manager of Life of Virginia’s downtown 
district office in New Orleans. Until he 
became field training supervisor last 
year, he was in the Washington, D. C., 
office as agent, associate manager, and 
district supervisor. 
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COMPTROLLER 


You have an unusual opportunity awaiting 
you if you fit this picture: youth and en- 
thusiasm; a Fellow of the Society of Actu- 
aries; able to assume responsibility for 
statistical and research projects, office 
procedures, work measurement studies, 
and for field and internal audits. 

We want you to fill a vacancy among the 
officers of our Company—that of Comp- 
troller. Salary and other compensation are 
dependent only upon your abilities. 

Ours is a large Company and a growing 
Company—one in which you will find your 
future to be unlimited. 

Write us for fuller details; your inquiry 
will be held in strictest confidence, of 
course. 


Box E-I1, 

The National Underwriters Company 
175 West Jackson Blvd. 

Chicago 4, Illinois 








UNIT SUPERVISOR WANTED 


by Detroit Agency of top-notch life insur- 
ance company operating in New York State. 
Managerial position open. Replies confiden- 
tial. Write Robert H. Porter, 2302 Buhl 
Building, Detroit, or call WOodward 2-4530. 











PENSION TRUST MANAGER 
CHICAGO 


We have an unusual opportunity for one 
man—28 to 35 years old, married, Illinois 
resident in the Chicago territory with 2 to 3 
years experience in group or ordinary life 
brokerage, or pension trust brokerage—at 
a satisfactory salary plus expense allowance 
with a definite agreement covering an in- 
terest in the Agency on attainment of spe- 
cific reasonable goals, to act as resident 
manager of the first small Chicago life and 
pension trust brokerage office (no group) 
of one of the 25 largest life companies. 
Address D-99, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














OPPORTUNITY 
HOME OFFICE— 
ACCOUNTANT — BOOKKEEPER 


Life — A & H Company — Southeastern State 
. . . Not over thirty-five (35), experienced in Life 
Insurance Company Accounting, some knowledge 
of underwriting, administrative ability. Good 
opportunity for the right man. Working condi- 
tions among most modern with a young company, 
well financed, aggressive and prosperous. Write 
giving details of education and experience enclos- 
ing recent photograph. Replies completely con- 
fidential. Address # E-10, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











Life of Ga. Issues 


Three New Contracts 


Life of Georgia has introduced three 
new types of contracts, “A-Plus Plan” 
with a return of premium feature,. a 
special educational endowment in units 
of $500 and $1,000, and a cumulative 
accident protector offering non-can- 
cellable accident coverage of $1,000 at 
10 cents a week for any age up to 55. 

The company has also revised its 
compensation system to integrate 
weekly premium and ordinary com- 
missions. The same rate of first-year 
commission was established for both, 
which increased the first-year or- 
dinary commission. The plan is com- 
posed of four parts with commissions 
for producing and servicing ordinary, 
collecting and servicing weekly pre- 
mium, conserving weekly premium 
and producing weekly premium. 

The A-plus plan is offered on both 
the ordinary basis, as a 20-pay life 
which becomes paid up for one and a 
half times its original face amount, and 
the weekly premium basis which is 
issued on two 20-pay plans, one which 
endows at 60 and the other at 65. The 
special educational endowment is an 
intermediate between weekly premium 
and ordinary, issued on a non-medical 
basis for ages 0 through 9 and eludows 
at age 19. The cumulative accident 
protector plan grows in face value $100 
each year for 10 years and becomes a 
$2,000 policy in 10 years. It is issued 
at ages 1 to 55 and is noncancellable 
until age 66. Issue is limited to one to 
a person. 


Conn. Mutual Increases 


Limits on Standard 


Connecticut Mutual has adopted a 
new table increasing limits for stand- 
ard insurance on civilian lives, both 
male and female. The upward adjust- 
ment affects all policies except renew- 
able term, with marked increases oc- 
curring in the schedule for life and en- 
dowment plans including graded prem- 
ium ordinary life. 

Largest increases are in the middle 
ranges of the table. Limits have been 
raised to $500,000, ages 25-50, com- 
pared with the previous maximum of 
$350,000, ages 25-45. The limit for ages 
0 to 15 has been increased from $150,- 
000 to $200,000, and at the other end 
the maximum is $100,000, ages 66-70. 

Increases were also made for non- 
renewable term plans, with a maxi- 
mum of $250,000, ages 25 to 50. The 
limit for renewable term remains at 
$150,000, ages 20 to 55. 


U. S. Life Pares Policy 


Minimum, Extends Rider 


U. S. Life has reduced the minimum 
on its preferred whole life policy from 
$10,000 to $5,000 and extended the 
maximum term of its centennial in- 
come rider to 50 years or age 75. 

The whole life policy, preferred as 
to cost and amount, carries substantial 
cash values, U. S. Life’s seven settle- 
ment options, and can be sold sub- 
standard. The rider is offered with all 
basic plans and the five-year renew- 
able term. As many as three different 
centennial income riders may be at- 
tached to one policy and, under certain 
conditions, it may be added to existing 
policies. 








Atlantic Names Hunter 


Atlantic Life has appointed C. Bruce 
Hunter general agent at Asheville, N. 
C. He entered the business in 1948 
with Jefferson Standard Life and since 
1952 has divided his time between that 
company and Bankers Life of Iowa. 





Pa. Hospitalization Probe Asked 

A resolution has been introduced in 
the Pennsylvania house that would 
authorize its insurance committee to 
probe hospitalization insurance in the 
state. The committee would be em- 
powered to issue subpoenas and hold 
public hearings. 


Ohio National Holding 


Regional Meeting Series 


Ohio National Life is conducting a 
series of regional two-day meetings, 
the first having been held in Pasa- 
dena for approximately 40 representa- 
tives from Los Angeles and southern 
California. Other meetings are sched- 
uled for Spokane, Denver, Omaha, St. 
Joseph, Mich., and Columbus in com- 
ing weeks. 

Managers and general agents are 
helping to arrange the meetings and 
will participate in conducting them, 
M. R. Dodson, executive vice-presi- 
dent, and Grant Westgate, agency 
vice-president, will give talks on the 
company’s operations and expanding 
opportunities for service and greater 
sales production in today’s insurance 
market. 





New Bureau Statistician 


Bureau of A&H Underwriters has 
appointed David Robbins as statisti- 
cian, a new position. He was analyti- 
cal statistician with the army surgeon 
general’s office since 1950. Prior to 
that he was with bureau of vital 
statistics and bureau of ‘cancer contro] 
of New York state department of 
health. 





Heart Film Popular 


Institute of Life Insurance reports 
its heart film, “A Matter of Time’ is 
receiving nationwide acceptance by TV 
stations and community groups. Pro- 
duced by the Institute for Life Insur- 
ance Medical Research Fund, the film 
is a 15-minute progress report of the 
accomplishments to date and hopes for 
the future in medical science’s war 
against heart disease. It is available 
in 16 mm color and black and white 
for public service TV and group show- 
ngs upon application to Association 
Films, Inc., 347 Madison avenue, New 
York City. 





Cancellation Bill Moves 


The North Carolina house has 
passed and sent to the senate a bill 
which would require up to two years’ 
notice before cancellation of A&H pol- 
icies. 


Agencies Win Plaques 





Samuel L. Zeigen, New York City, 
Thomas A. Galligher, Wilmington, 
Del., and Knox Turnbull, Charlottes- 
ville, Va., (left to right) were awarded 
agency plaques for excellence in pef- 
sistency at Provident Mutual Life’s 
general agents and managers dinner 
in Hollywood, Fla. J. Henry Hooper, 
Baltimore-Washington, was awarded 3 
plaque in absentia. Agency Vice-presi- 
dent James H. Cowles presented awards 
to more than 50 general agents and 
managers for achievement during 4 
recent sales celebration. A large cake, 
a replica of the home office, was given 
to President Thomas A. Bradshaw t0 
mark the company’s 90th anniversary. 
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Seek Double Liability Decision Reversal 


‘CONT'NUED FROM PAGE 1) 





amendments to the bankruptcy act in 
1938 superseded the Supreme Court’s 
decision in Frederick vs. Fidelity Mu- 
tual. The appeals court conceded that 
section 70 (d) (2) states that “a per- 
son indebted to the bankrupt or hold- 
ing property of the bankrupt may, if 
acting in good faith, pay such indebted- 
ness or deliver such property, or any 
part thereof, to the bankrupt or upon 
his order, with the same effect as if 
the bankruptcy were not pending.” 

The court of appeal ruled that under 
section 70(D)(4) transfers to bank- 
rupt even though bona fide and with- 
out notice of bankruptcy are of no 
effect against the receiver or trustee 
“who is in possession of all or the 
greater portion of the nonexempt 
property of the bankrupt.” The trustee 
in the Callis bankruptcy was in pos- 
session of the property before Mr. 
Callis made the request for loans on 
his policies. 


The companies’ brief contends it 
could never have been the intention 
of the section 70 (d) to (1) place ev- 
ery payment made by an insurance 
company to every beneficiary or poli- 
cyholder under a cloud of invalidity of 
unknown bankrupt proceedings (2) 
vitiate long established terms and con- 
ditions of standard insurance policies; 
(3) overrule Frederick vs. Fidelity 
Mutual Life and (4) amend sub-para- 
graph (5) of section 70 (a) all with 
no amendment to subsection (5) it- 
self. 

The brief also points out that “the 
decision is one of great public impor- 
tance and has vast adverse practical 
effects on the operation of the life in- 
surance industry and the rights and 
privileges of millions of policyholders 
as evidenced by the brief of the amicus 
curiae.” 

The amicus curiae brief emphasizes 
that “the public importance of getting 
the question in this case settled is 
made manifest by the fact that the de- 
cision of the court of appeals will en- 
tail hardships upon policyholders and 
beneficiaries of a nationwide business 
and will also place the life insurance 
industry itself in an unfortunate posi- 
tion,’ since companies would either 
have to delay payment pending possi- 
ble bankruptcy proceedings or pay 
immediately, as they have done here- 
tofore, and expose themselves to the 
hazard of double liability. 

While the case has only to do with 
loan values “it is clear from the opin- 
ion of the court of appeals that the 
tule of the case will also apply to and 
cause delay in all other payments 
such as surrender values and death 
proceeds,” the LIA brief states. 

e e * 

“No full appreciation of what is at 
stake in this case can be had without 
a consideration of (a) the role of loans 
and cash surrender values in the wel- 
fare of the policyholders themselves 
and the importance to their depend- 
ents and other beneficiaries of con- 
tinuing the companies’ practices of 
immediate payment of policy proceeds, 
and (b) the volume of that part of 
the companies’ operations which have 
to do with the payment of such loans, 
surrender values and proceeds,” the 
brief states. 

The brief goes on to stress the im- 
portance of promptness in making 
policy loans and paying other policy 
benefits as an emergency help to peo- 
ple which has come to be recognized 
as a public service, much of which 
would be lost if the long established 


system of prompt payments must now 
be disturbed. 

The brief also cites the fact that in 
the fiscal year ended June 30, 1954, 
alone there were more than 53,000 
bankruptcy filings and had 1954 been 
a less prosperous year these figures 
doubtless would have been much larg- 
er. For example, for the year ended 
June 30, 1935, they totaled almost 70,- 
000. If companies are subject to double 
liability there would be a_ small 
chance of their recovering anything 
paid out to a bankrupt policyholder. 

Because of the nationwide scale of 
operation of most life companies, it 
would be extremely difficult for com- 
panies to check possible bankruptcies 
before making payments. There would 
also be the expense which would be 
borne by the policyholders in general 
and would be substantial. The LIA 
brief, however, states that “the result- 
ing delay in payments, with conse- 
quent inconvenience to policyholders 
and beneficiaries when they may be in 
desperate need for funds, is the vital 
consideration involved in this case.” 





Require Data on Terminal 
Dividends, A&H Claims 


(CONTINUED FROM PAGE 1) 
still be listed individually, as in the 
past. 

A special subcommittee, headed bv 
Julius Sackman, head of the New 
York department life bureau, was ap- 
pointed to study leasebacks of prop- 
erty owned for investment. 

The committee’s chairman, Super- 
intendent Robinson of Ohio, is ill in 
the University hospital at Columbus 
and the committee adopted a resolu- 
tion expressing regret at his absence 
and appreciation of his 30 years of 
service as head of the committee. 
Commissioner Wells of Indiana, vice- 
chairman, presided. 





Kalmbach Decries Variable 
Annuities, ‘Cost’ Ads 


(CONTINUED FROM PAGE 1) 

icy years, only one year’s premium 
after date of change. This premium 
may be paid at the time of change and 
become part of the change cost. 
Changes may be made after the 10th 
policy year without the requirement 
that any further premiums are paya- 
ble. In the past. company consent has 
been required for any change where 
fewer than five premiums would be 
payable after the date of change to 
another pi2n. 

An amendment has been prepared 
for retirement income policies to pro- 
vide for commencement of income on 
any policy anniversary within five 
years either before or after the orig- 
inal maturity date. Income commenc- 
ing before the original maturity date 
would be for the amount provided in 
the policy and would require pay- 
ment to the company of a lump sum 
cost at the earlier maturity date. In- 
come commencing on a deferred date 
would be for an increased amount, 
although no premiums would be re- 
quired after the original maturity 
date. 

The company will revise riders 
for family protection and mortgage 
retirement provisions to make 100% 
of the current amount of protection 
under the riders convertible within 


two years of issuance, 90% converti- 
ble in the third and fourth years, 
and 80% after the fourth. At present, 
term riders are convertible to per- 
manent insurance attained age up to 
75% of the current protection pro- 
vided in the rider. If a provision for 
waiver of premiums in event of dis- 
ablity is attached to a policy which in- 
cludes these decreasing term riders, 
the current waiver of premium bene- 
fit will be attached to the converted 
policy if the insured is not then dis- 
abled. 

Mr. Kalmbach announced a re- 
newal-leveling plan under’ which 
certain agents will be permitted to 
have renewal commissions under pre- 
sent or future agency contracts to be 
paid out on a level basis up to 180 
months after retirement or death. 

Return of policies to the home office 
before settlement of death claims and 
maturities no longer will be required. 
Policies must be returned when sur- 
rendered. 


Mutual Benefit GAs Hear 


Officers, Panels at Annual 
(CONTINUED FROM PAGE 3) 
becomes successful. 

In discussing management plans for 
the future, Mr. Palmer declared that 
both the genera] agents and the home 
office management staff have an ob- 
ligation to approach the challenges of 
the era with open minds. He reviewed 
the company’s progress to conclude his 
talk. 

The meeting was also highlighted 
by three panels. With Charles G. 
Heitzeberg. 2nd vice-president and di- 
rector of agencies, as chairman. The 
agency department members, Jack R. 
deWard. George B. Gordon, Gordon 
Hull, Thomas J. Munn, H. Douglas 
Palmer and H. Preston Smith, reported 
on new developments designed to as- 
sist the field. 

Francis L. Merritt, director of 
training, conducted a session on se- 
lection service with William T. Earls 
of Cincinnati, John A. Erskine of Pitts- 
burgh and Paul L. Guibord of New- 
ark as panelists. 

Participants in other panels included 
W. Oliver Cass of Indianapolis, Paul 
W. Cook of Chicago, Raleigh R. Stotz 
of Grand Rapids, Clay W. Hamlin Jr. 
of Buffalo, Meade J. McMillen of 
Richmond, and Earl G. Robbins of 
Lexington. Robert H. Stevens and W. 
E. Hintz, home office agency officers, 
presided at the sessions. 

Richard E. Pille, vice-president in 
charge of agencies, reported recruiting 
results to the general agents in the 
closing summary of the meeting. 

Trophies were presented agency and 
individual winners during the year. 
Paul L. Guibord & Associates, Newark, 
N. J. agency, received the top presi- 
dent’s trophy. Another award, for re- 
cruiting new agents, was presented 
Mr. Guibord by Paul J. Quillin of Mil- 
waukee, chairman of the recruiting 
committee. 

The William T. Earls agency at Cin- 
cinnati received the new organization 
award which is based on outstanding 
recruiting and development of new 
men. 

Runners-up for the president’s tro- 
phy were Clay W. Hamlin Jr. agency 
of Buffalo, and Raleigh R. Stotz agen- 
cy of Grand Rapids. Runners-up in 
the new organization contest were 
Laurance W. McDougall agency of 
Cleveland, the C. Carney Smith agen- 
cy in Washington, D. C., and Murrell 
Brothers agency in San Francisco. 

Quality business was recognized by 
the presentation of the Jones and 


Trimble awards for persistency of 
business. Gilbert F. Dittmer’s Toledo 
agency received the James R. Trim- 
ble award. The Providence agency of 
Robert E. Olmsted received the Harry 
W. Jones award and was runner-up 
for the Trimble award. The C. Carroll 
Otto agency in Detroit was runner-up 
for the Jones award. 

Edward L. Reiley, Philadelphia, re- 
ceived the award for the best agency 
bulletin. 

The Cleveland, Manchester and 
Jackson agencies were winners of the 
awards given by Chairman W. Paul 
Stillman for quality business written 
during the October sales campaign. 
The Cleveland agency also received 
an award for submitting the highest 
volume of business during the cam- 
paign. 

Awards were also presented agen- 
cies which submitted the highest per- 
centage of business over their quotas 
during the campaign, Murrell Broth- 
ers agency in San Francisco, W. Oliver 
Cass agency in Indianapolis, and Ken- 
neth P. Lord Jr., agency in Maine. 

Bringing the agents up to date on 
company underwriting developments, 
Vice-President William F. Ward ex- 
plained the liberalized military un- 
derwriting rules and said the company 
would like to see the need for any 
special restrictions in this field abol- 
ished, but that it couldn’t be done so 
long as world conditions continue in 
their present state. He also discussed 
other underwriting procedures such as 
the non-medical privilege being ex- 
tended to first line brokers and part- 
time agents who meet the qualifica- 
tions. 





Paul Revere Names Mock, 
Hawkes General Agents 


Paul Revere and Massachusetts 
Protective have named Lee B. Mock 
and J. B. Hawkes general agents at 
Toledo and Atlanta, respectively. 

Mr. Mock joined the company in 
1952 as an agent at Columbus. Mr. 
Hawkes, who entered the business in 
1931, has been a manager of State 
Farm for four years. 





Allyn to Advise Conn. 


W. Ellery Allyn, former insurance 
commissioner of Connecticut and past 
president of National Assn. of Insur- 
ance Commissioners, has been retained 
by the state comptroller of Connecti- 
cut, Fred R. Zeller, to advise on state 
insurance. Mr. Allyn has established an 
insurance advisory service in Hartford 
and will continue that operation in 
addition to his state duties. 


Plan Management Course 


A course in agency management ap- 
proved by the board of Life Managers 
Assn. of Greater New York will be 
sponsored later this year by General 
Agents & Managers Conference of Na- 
tional Assn. of Life Underwriters. 


Home Team Wins Titles 


Home Life’s basketball team won the 
New York City Industrial Recreation 
Federation championship but was elim- 
inated in the federation’s eastern dis- 
trict finals. Before winning the city 
federation title, Home Life won ‘the 
New York Insurance League cham- 
—- with 11 victories and one de- 

eat. 








Government Makes OASI Study 

Actuarial Study No. 39, entitled 
Long Range Cost Estimates for Old 
Age and Survivors Insurance 1954, by 
Chief Actuary Robert J. Myers and 
Eugene A. Rasor, has been released 
by social security administration. 
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Mass. Mutual Group 
Meeting on Sales 


Massachusetts Mutual Life’s group 
sales conference was attended by 
field representa- 
tives, senior offi- 
cers, and group 
department  offi- 
cials at the home 
office. Rauland C. 
Fischer of Chicago 
received the 
“group man of the 
year” plaque as 
the best all-around 
salesman. Charles 
G. Hill, 2nd vice- 
president, made 
the presentation. 

Speaking at a 
dinner meeting, President Leland J. 
Kalmbach discussed the company’s 
group operations. He said that last 
year group premium income was $24 
million, a fifth of the premium income 
of ordinary. Group benefit payments 
to policyholders and their beneficiar- 
ies were $8.7 million, and at the end 
of the year the company had more 
than $567 million group in force with 
assets of $61.8 million. 

Group sales are ahead for the first 
two months of 1955, he said, and he 
believes that the high volume of new 
business will continue throughout the 
year. 

The emphasis of the conference was 
on sales and several agents gave brief 
presentations of sales methods they 
have found successful. Several skits 
illustrated specific approaches’ to 
frequently encountered sales prob- 
lems. The film, “Creative Selling”, 
was shown. 

Mr. Fischer has received the group 
man of the year award twice in three 
years. He led the group sales force 
in group term and casualty premiums 
last year. He has been with the com- 
pany since 1950. Earlier this year he 
was appointed district group manager 
at Chicago. 

Group field committee members 
chosen for the current year are Ber- 
tram H. Shaughnessy of Los Angeles, 
chairman; Stanley W. Mack of Boston, 
and Mr. Fischer. 





Leland J. Kalmbach 





Two lIowa Bills Progress 

DES MOINES,—The Iowa house 
passed a senate bill permitting life 
companies to invest in securities 
backed by the International Bank of 
Reconstruction and Finance. The bill 
now goes to the governor. 

The senate passed and sent to the 


house a bill which will permit a mini- 
mum of four employes to take out 
group insurance. Under present law the 
minimum is 10 employes. The bill 
also eliminates a provision in the 
present law that the employer must 
pay a portion or all of the premium. 


N. E. Mutual Appoints 
2 General Agents, 3 
General Agents Retire 


New England Mutual has appointed 
M. Greely Summers Jr. and Harry W. 
Castleman general agents at Boston 
and Louisville, respectively, upon re- 
tirement of Merle G. Summers in Bos- 
ton and Col. George M. Chescheir in 
Louisville. John T. Shirley has retired 
as Pittsburgh general agent. 

Mr. Summers, who joined the com- 
pany as an agent in 1946, took charge 
of the office on April 1, the day his 
father retired. He became a supervisor 
in 1952, and is a CLU. The elder Sum- 
mers, Boston general agent for 34 
years, has sold more life than any other 
man in the company. 





Mr. Castleman, a life and qualifying 
member of Million Dollar Round Table, 
joined the company in 1937. He is a 
CLU, and an officer of the Louisville 
Life Underwriters Assn. Col. Chescheir 
joined the company 33 years ago and 
has been general agent for 21. 

Mr. Shirley entered the business in 
1911 as a Harrisburg agent of Equitable 
Society, and later became manager for 
Connecticut General Life. He was ap- 
pointed general agent at Pittsburgh in 
1928, and his agency won the presi- 
dent’s trophy for excellence in 1952. 


Names Gillingham at S. F. 


Howard H. Gillingham has been ap- 
pointed associate general agent of the 
Hackman-Feustel agency of Lincoln 
He 





National Life at Los Angeles. 
started in the business in 1949. 


Only One TIAA Man Seeks Bill 

George E. Johnson, vice-president 
and general counsel, is the only of- 
ficer of Teachers Insurance & Annuity 
Assn. and College Retirement Equities 
Fund who is connected in any way with 
the proposed Variable Life Income 
Corp. of America. An item in the Mar. 
4 issue of NATIONAL UNDERWRITER said 
a group of insurance men, some of 
whom are connected with TIAA and 
CREF, are interested in a bill pending 
in New York legislature that would 
permit incorporation of Variable Life 
Income Corp. of America. 








Correction on Independent Life 

Increase in insurance in force for In- 
dependent Life of Baltimore in 1954 
was $393,972 and not the $66,439 figure 
that was shown in the tabulation in the 
March 11 issue. 





Late News Bulletins... 
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(CONTINUED FROM PAGE 1) 
are the company’s chief officers, the power to veto any proposal to move the 
company or to enter into any merger or consolidation which would effect 
a change of the base of operations. Midland National has nearly $107 million 
of insurance in force and operates in 15 states and Alaska. It has more than 
$118 in assets for every $100 of liabilities. 

Douglas E. Higginbotham, who has been superintendent of agencies in the 
southwest division, has been named superintendent of home office operations, 
Other officers will continue. 

Mr. Murchison and his associates recently purchased controlling interest 
in Investors Diversified Services, Minneapolis investment firm, from Robert 
R. Young, New York Central railroad magnate. Mr. Murchison and his two 
sons have been interested in the insurance field for a number of years, and 
own the Atlantic Life and Lamar Life. Other Murchison holdings include 
the Trans-Canada Pipe Lines, Ltd., West Coast Steam Ship Co., part of the 
Transcontinental Bus System, Martha Washington Candy, drive-in theaters, 
tourist courts, Henry Holt & Co., book publishers, and Field & Stream mag- 
azine. Murchison, whose home is in Dallas, also has extensive holdngs in 
oil, gas and cattle ranches in Texas and Mexico. 


Saperstein Ducks Some of Probers’ Queries 


WASHINGTON—Louis B. Saperstein, Newark insurance broker, testifying 
in Sen. Douglas’ subcommittee hearing on welfare fund racketeering, ans- 
wered some questions but ducked others on the ground that they might tend 
to incriminate him. He told how California Life took over the group 
policy on the laundryworkers international union after Security Mutual 
Life of Binghamton, N. Y., had had it for only a year. He said he had control 
of the laundryworkers social securty department. He said that Haines B. 
Wickes, former vice-president of Security Mutual, had arranged the contract 
with California Life. However, he denied that this was done because Security 
Mutual was going to stop paying $2,500 a month to the laundryworkers social 
security department. Mr. Saperstein told how a group that included himself 
and Mr. Wickes acquired control of California Life. He said Mr. Wickes 
suggested the laundryworkers’ business might be switched to that company 
after the New York department had disapproved the 10% commission Mr. 
Saperstein had been getting from Security Mutual. 


Little Rock General Agents & Managers Elect 


Little Rock General Agents & Managers Assn. this week elected James 
B. Gates, Penn Mutual Life, president. Charles Ellis, Metropolitan Life, was 
elected vice-president and Philip Balest, American United Life, was named 
secretary-treasurer. 


First ‘Run’ of New DITC 
Set for April 7-June 9 


The first “run” of the International 
Assn. of A&H Underwriters new Disa- 
bility Insurance Training Council 
course will be sponsored April 7- 
June 9 at Butler University, Indiana- 
polis, by the Indianapolis A & H asso- 
ciation under direction of Walter 








Bowling Green, Ky., and W. C. Grant, 
Columbus, Ga., leading manager, staff 
manager, agent and ordinary agent, 
respectively, saw President Eisenhower 
at the White House during Life & Cas- 
ualty of Tennessee’s four-day conven- 
tion in Washington. President Guilford 
Dudley Jr. and Paul Mountcastle, 
chairman, accompanied them. 

















Speakers and moderator at NALU-LUTC luncheon during National Assn. of 
Life Underwriters midyear meeting at Columbus: from left, Vernon White, 
Northwestern Mutual Life, Aibuquerque, who talked on LUTC courses; Charles 
N. Barton, Union Central, New York City, who discussed the campus marketing 
courses; Howard V. Krick, Penn Mutual, New Haven, Conn., who acted as 
moderator; and George Neitlich, Metropolitan Life, Dorchester, Mass., who 
dealt with CLU educational facilities. All the talks were recorded and pictures 
were taken for use in a film-strip that NALU will make available to local 
associations. A question-and-answer period followed the talks. 


Dotterweick, head of the insurance 
curriculum at the school. 

Following the pattern evolved by 
the new Disability Insurance Training 
Council from 3% years of experience 
with the old DISC, the Butler school 
will meet one night a week, two hours 
a night, for 10 weeks. Instructor will 
be William Highfield of R & R. In 
1953, Indianapolis was the first asso- 
ciation to run a DISC school on a 10- 
week basis under joint sponsorship 
with Indianapolis Life Underwriters 
Assn. 

DITC is being set up as a separate 
corporation by IAAHU and will have 
its own, full-time director. John Gallo- 
way, Provident L. & A., Birmingham, 
former IAAHU president, is interim 
director of DITC. 

The University of Richmond, Rich- 
mond, Va., has announced a DISC 
school for April 18-20, sponsored by 
the Richmond association. 


Pruitt Gets Lubbock Post 


Washington National has appointed 
French S. Pruitt general agent at 
Lubbock, Tex. He entered insurance in 
1951 as an agent in Dallas for Great 
National Life. He is a graduate of the 
Southern Methodist University insti- 
tute. 


L.&C. Men See Ike 


W. R. Mann, Miami, J. P. Washing- 
ton, Jonesboro, Ark., J. W. Murray, 








Franklin Names Singer 


Martin B. Singer has been appointed 
regional manager in Fairfield county, 
Connecticut, for 
Franklin Life. 

Mr. Singer en- 
tered insurance in 
Fairfield county 
as an agent fol- 
lowing service in 
world war II, 
serving with the 
Bridgeport office 
of Metropolitan. 
Since opening his 
own general in- 
surance agency 
two years ago, he 
has been a mem- 
ber of the Presi- 
dent’s Club of Bankers National Life. 


On N. E. Mutual Board 


Richard P. Chapman, president and 
director of Merchants National B 
of Boston, has been elected a director 
of New England Mutual. 





Martin B. Singer 








Pru Gets Chunk of Gibraltar 


MINNEAPOLIS—A chunk of rock 
taken from Gibraltar will be dis- 
played in the new regional head office 
building here of Prudential. It was 
presented by Percival A. North, 
British consul at St. Paul, to Orville E. 
Beal, Prudential vice-president in 
charge. 
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Over $1.3 Billion 
Insurance 
in Force 








JEFFERSON 
STANDARD’S 


Mr. 
A% 









Says: 
“4% paid on divi- 
dends and policy proceeds 
puts Jefferson Standard in a 
class by itself. Guaranteeing 242% on policies cur- 
rently issued, my company has never paid less than 
4% interest on policy proceeds left on deposit to 
provide income. 4% is the highest rate of interest 
paid by any major life insurance company. Policy- 
holders know and appreciate the added income from 
4% — yes, 4% make a big difference.” 


Jefterson Standard 

















LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 








ENTERING A NEW 
ERA OF PROGRESS 


Liberty Life is beginning its 50th anniversary 
year with an important event— occupancy of its 
new home office building. Embodying the finest 
in modern building design and construction, it 
will enable the company to prepare for future 
progress in a rapidly developing region...and 
to render even greater service to our field repre- 


sentatives and policyowners. 









$661! Million in Insurance in Force 


$77 Million in Resources 


LIBERTY LIFE 


INSURANCE COMPANY 
Home Office: 


Greenville, South Carolina 












Group Men Know... 


territorially, 
CAC offers 
elbow room 








Why could it be important 
to you that Continental 

is licensed in all 48 states, 
D.C., Canada, Alaska 

| and Hawaii? 




















Suppose you have a big multi-location group 

case. With us it is never Yes some places, No other 
places. It is Yes everywhere—and only 

five other companies offer the advantage 

of such broad territorial coverage. 


Write for Your Free Copy 
“CONTINENTAL GROUP COVERAGES” 


A comprehensive and practical 
guide to assist in formulating 
group plans right in the field. 


Continental Assurance Co 


Department 317 
310 SOUTH MICHIGAN AVENUE 
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ONE OF THE CONTINENTAL COMPANIES, CHICAGO 








Ox Marcu 22 OF THIS YEAR, Provident Mutual 
celebrated 90 years of continuous service to the 
American family. Its beginning in 1865 was a simple 
and unpretentious one. By the end of the first year 
there were 70 policies in force totaling $324,000. 
Today the Company is an association of 228,000 
policy owners whose life insurance is in excess of 
$1.648,000,000. In addition to this, the Company is 
responsible for the administration of funds totaling 
about $200,000,000 on behalf of more than 30,000 
people who receive regular payments from annuities 
or benefits under matured insurance policies. 
Benefits paid out to policy owners and their 
beneficiaries now amount to more than $40,000,000 a 


year. For the entire 90-year period that the company 
has been in business, these amounts, together with 
reserves and other funds now held for their benefit, 
total $1,750,000,000. This is $290,000.000 more than 
the total amount of premiums paid in to Provident 
Mutual during the same period. This amount repre- 
sents the excess of investment earnings over all 
operating expenses. 

The management of these sums—representing 
as they do the aspirations of so many individuals for 
family security and peace of mind—is a sacred trust 
that is being faithfully discharged by Provident 
Mutual with the aid, and through the cooperation. 


of its policy owners, its agents and its employees. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY 
of PHILADELPHIA 





